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The new_ mer- 
cury vapor lamps 
give more light 
per unit of cur- 
rent—reduce_ elec- 
tric bills — Jeffer- | 
son Transformers 
insure maximum 
economy. 


Wall Mounted Type 
in neat metal case for 
mounting on wall or 
post. Bottom is open 
for ready access to 
wiring compartment. 
Snap-on connections 
make it easy to match 
primary supply line 
voltage. 

(Wall- mounted and 
fixture types are 
equipped with pri- 
mary tap changing 
device and large pri- 
mary and _ secondary 
wiring compartments. ) 


Weather - proof 
Type in one- 
piece drawn 
steel case — in- 
terior com- 
pounded. Con- 
nections at bot- 
tom. Equipped 


with primary Core and Coil Type— 
tap changing which fits in fixture. 
device. Vacuumized, impregnated 

with final double varnish 





Fixture or Sus- 
pension Type for 
mounting be- 
tween ceiling 
and lamp—with 
standard thread- 
ed coupling at 
each end. 


dip bake. 





JEFFERSON 


TRANSFORMERS 
INSURE FULL EFFICIENCY 


Industrial plants, railroads, service stations, large stores—are 
finding the new high efficiency of mercury vapor lamps an 
immediate means of improving illumination and cutting electric 


bills in half. 


Jefferson Transformers for use with these lamps insure the 
expected full rated capacity and satisfactory performance. They 
keep the current demand low during the starting period and 
on continuous operation show low temperature rise. A special 
core has been designed, made up of very thin laminations of 
high silicon steel, annealed after punching to prevent ageing, 
and to insure cool operation. 


Easy, 'Screw-Driver" Installation 


The terminal connections are easily made with a screw-driver, 
—no pigtails to solder.—And the wiring compartment covers 
have permanently attached screws to save time and loss.— 
Width and depth are smaller to improve the appearance. 


Jefferson’s long specialized experience in the development of 
transformers for mercury vapor and Neon luminous tubes, sun 
lamps, street lights and the like, makes possible the high quality 
special types of transformers and reactors required for these 
vapor lamps. 

Available for use with both 250-watt and 400-watt lamps. 
Write or mail coupon for Bulletin 361-MV. 


JEFFERSON ELECTRIC COMPANY 


Bellwood (Suburb of Chicago) Illinois 
Canadian Factory: 535 College Street, Toronto 


JEFFERSON ELECTRIC COMPANY, 
BELLWOOD, ILLINOIS 


Please send Bulletin 361-MV and complete infor- 
mation on Mercury Vapor Lamp Transformers. 
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SQUARE) 


MULTI-BREAK in the Spotlight 


__LOAD REAKER - of Public Favor 


@ TIME—the news magazine—has over 600,000 sub- 6. It is safe and provides branch circuit switching. 
scribers—probably three million readers! 7. There is no upkeep cost—nothing to replace. 

8. It automatically prevents overloading a circuit. 

9. Attractive appearance permits mounting in hall or 








That is why story of the new Square D Multi-breakeR 
load center is being told in TIME. 











kitchen. 

Contractors, speculative builders, those who contem- 10. Cost is comparable to a good service entrance switch 
plate building a home, remodeling or adding electrical and fuses. 
services will want the Square D Multi-breakeR because— . 
1. It eliminates fuses and their replacement. Your part, as a wholesaler, is to instruct and supply your 
2. it gives circuit breaker protection. contractors and dealers so that you can all profit by the 
3. Current is restored by flipping a handle. demand which Square D advertising is creating. Attractive 
4. it indicates which circuit is disabled. bulletins and counter displays are available from any 
5. It is as simple to operate as a light switch. Square D district sales office. 
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N at least five states farm cooperative associations, 
stimulated by the program of the Rural Electrifi- 
cation Administration, are promoting new rural 

power lines and farm electrification. They are seeking 
to purchase wiring supplies and appliances direct from 
manufacturers, and several appliance manufacturers, 
are not only selling them, but are advertising 
regularly in the official publication of the Farm 
Bureau Cooperative Association. 

This association has recently purchased the former 
Pure Oil building in Columbus, Ohio, and is active- 
ly engaged in purchasing and warehousing for its 
member cooperatives. It already employs over 500 
persons, takes the entire output of two paint factories 
and controls three fertilizer plants. Dealers and 
distributors of farm implements and supplies have 
been seriously affected by its activities. 

Its member cooperatives are now building rural 
lines at the rate of five miles a day, and supplying 
electricians for farm wiring at 40 cents an hour, 
with board supplied by the farmer. Appliances are 
demonstrated by trained attendants at county fairs 
and sold below list prices. At the end of the year, 
cooperative members, who need not necessarily be 
farmers, receive a dividend based upon their pur- 
chases. These rebates, heretofore, have ranged around 
four to six per cent. 

In entering the electrical field, the cooperatives are 
having some difficulty. Farmers are discovering that 
they can get their wiring done better and at less 
cost by private electrical contractors who supply 
competent labor. Also, most electrical manufacturers 
have refused to sell them direct. 


EVERTHELESS, this cooperative movement 
should be taken seriously by the electrical indus- 
try. Itis very definitely gaining momentum. In sev- 
eral European countries, consumer-cooperatives 
account for from 10 to 15 per cent of total retail 
sales; they own factories, as well as warehouses and, 
in at least one instance, are manufacturing their own 
incandescent lamps. 
Recently the Administration sent a commission 
abroad to study these cooperatives. The commission 
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The Cooperative Menace 


is back but its report, apparently, is being withheld 
until after the election. Secretary Wallace, how- 
ever, has taken occasion to boost farm cooperatives 
in a recent book, and as Secretary of Agriculture, 
his attitude may be taken to reflect that of the present 
administration. 

Fortunately, opposition is developing, which should 
result in Congress taking a conservative attitude and 
refusing to subsidize the movement in this country. 

Last month, the committee on distribution of the 
Chamber of Commerce of the United States released 
a report assailing the promotion of cooperatives 
through government channels as a menace to the 
American business system. “Although the imme- 
diate competition from cooperatives is not acute,” 
the report states, “the results which would follow 
from active promotion of the movement by public 
bodies threatens the existence of thousands of mer- 
chants throughout the land.” Local chambers and 
civic Organizations are in a position to impress this 
fact upon their representatives in Congress. 

There is also another approach. Electrical manu- 
facturers can effectively stymie the farm cooperatives 
if they refuse to recognize them as legitimate whole- 
saling outlets. This they can legally do as they are 
free, under the law, to select their own distributors. 
Unless they adopt this policy the dealer organiza- 
tions, which their distributors have built up, will be 
torn down. As a result, their distributors will no 
longer find their lines profitable and the manufac- 
turers will find themselves depending for their exist- 
ence upon their sales to the cooperatives. History 
has a habit of repeating itself, and if it does, the 
cooperatives will establish their own factories, or 
take over existing ones, as soon as their volume 
permits. 

We suggest that electrical wholesalers emphasize 
this possibility to any manufacturers who may find 
themselves tempted by the cooperative’s favorite lure 
—carload orders. 


7. Few ton 


EDITOR 















APPLIANCES 





In merchandising electrical appliances, the distribu- 
tor whose products are well and favorably known 
has a distinct edge on his competitors. In the race 
for volume sales, he leads the field by a lap, even 
before the echo of the starting gun has died away. 


That's one of the important advantages in distribut- 
ing General Electric appliances. When the salesman 
points out the G-E monogram to his dealers, he has 


HAVE WHAT IT TAKES 


gone a long way toward closing the sale. For the 
dealer is fully aware that the “G-E” on a product 
is an asset to him, as well as to his customers. 


The products illustrated here are typical of the many 
General Electric appliances that are available. Each 
is competitive in its field. They all produce steady, 
profitable volume for the distributor. 


GENERAL @ ELECTRIC 


APPLIANCE AND MERCHANDISE DEPARTMENT. GENERAL ELECTRIC COMPANY. BRIDGEPORT, CONNECTICUT 
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Reeord Attendanee At Buffalo 


Manufacturers 


meeting. Commodity committees report progress. 
ng y Pp progr 
Consigned conduit stocks, on 


dian wholesalers present. 


an agency basis, recommended. 


California in 1939. 


resulting from improved 

business conditions, perme- 
ated the semi-annual meeting of the 
National Electrical Wholesalers As- 
sociation, held at the Hotel Statler, 
Buffalo, September 28-30. Im- 
proved business resulted in a rec- 
ord attendance which approached 
the 400 mark. 

Members of the executive com- 
mittee arrived Sunday morning and 
devoted the entire day to the dis- 
cussion of Association matters and 
industry problems, as listed on an 
agenda prepared by E. Donald Tol- 
les, managing director. 

Secretary Alfred Byers reported 
on the extended field trip made dur- 
ing the past summer through the 
east, south and middle west. 

The various commodity commit- 
tees swung into action Monday 
morning and, in the afternoon, held 
their usual conferences with manu- 
facturers. A summary of their re- 
ports, which constitute the most im- 


C sesating i and optimism, 


outnumber’ wholesalers 


at NEWA Fall 
Cana- 


Association invited to 


portant work of the convention, is 
given on pages 8 to 12. 

L. E. Latham, chairman of the 
executive committee, presided over 
the general sessions Tuesday and 
Wednesday. Portions of his ad- 
dress, delivered at the opening ses- 
sion Tuesday morning, will be found 
on page seven. 


Recent Legislation 


At this session, which was at- 
tended by both wholesalers and 
manufacturers, Judge Dana T. 
Ackerly, NEWA’s counsel, dis- 
cussed “High Spots in Recent Legis- 
lation.” 

The primary objective of the 
framers of the Robinson-Patman 
Act, he pointed out, was to prohibit 
underground discriminations. If 
properly enforced, he said, the Act 
may prove more beneficial than the 
NRA codes. 

While the statute says that, if a 
seller sells interstate, then the law 
also applies to his sales within his 


own state, Judge Ackerly reported 
that attorneys, after studying the 
Supreme Court decision which in- 
validated the NIRA, believe that this 
attempt to make the R-P Act apply 
to intra-state sales will prove futile. 

Concerning the inconsistencies to 
be found within the Act, he said 
that, heretofore, when a criminal 
statute has contained inconsistencies, 
the Supreme Court has usually de- 
cided against the government. The 
vast majority of cases, in his opinion, 
will consist of complaints to the 
Federal Trade Commission, rather 
than suits against the alleged of- 
fender, as provided for under Sec- 
tion 3 of the Act. 

The Walsh-Healy Act and the 
Revenue Act of 1936 were also dis- 
cussed briefly by Judge Ackerly. 
The new graduated surtaxes on un- 
distributed net income, which 
range from 7 to 27 per cent, have 
led many corporations to distribute 
a larger portion of their earnings 
in the form of dividends. The asso- 
ciation’s counsel pointed out that, 
to be deductible, such dividends 
should be received by the share- 
holder during the taxable year and 
that, in the event dividends exceed 
net earnings, such excess may be 
credited against this tax in the first 
or second subsequent year. 

Electrical wholesalers in Canada, 
who are affiliated with the Canadian 
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1. From The “Show Me” State. 
Electric Co., St. Joseph, Mo. 
2. They’re G. E.’rs. 


Electric Institute, have been con- 
sidering the formation of an elec- 
trical wholesalers association in the 
Dominion. A delegate of 10 whole- 
salers from Toronto and Hamilton 
attended the convention, as guests 
of the Association, in order to learn 
at first hand of the activities of 
NEWA. At the conclusion of the 
meetings they expressed the belief 
that the problems of wholesalers 
in the States were similar to their 
own, only greatly magnified. 


Higher Resales On Coast 


Certain resolutions passed at the 
last meeting of the Pacific Division 
were presented by Ross Hartley 
of San Francisco. These contended 
that, because of higher costs, manu- 
facturers should issue higher sched- 
ules for the territory west of the 
Rockies. Larger stocks, with con- 
sequently poorer turnover were in- 
evitable on the Coast, Mr. Hartley 
explained, because of the length of 
time required to transport goods by 
boat from Eastern factories. These 
resolutions were presented to the 
manufacturers by the various com- 
modity committees. 

W. E. Robertson, for many years 


4, Glad To See You. A. I. 





Russell A. Peck, American 


T. M. Jones, L. R. Link, and R. J. 


Appleton, Appleton Electric 
Co., Chicago; A. E. Loeb, Loeb Elec. Co., Columbus. 
5. Then It Flashed. David Siegel, Standard Elec. Supply, 





an active NEWA member, and now 
engaged in the practice of law in 
Buffalo, was among the Associa- 
tion’s guests. He was introduced by 
W. I. Bickford of Pittsburgh as one 
of the old guard who, when he re- 
tired from the wholesaling field, 
left behind a niche which has never 
been filled. ‘Billy’ Robertson, he 
said, was the silver tongued orator 
who was always selected to present 
wholesaler matters to other branches 
of the industry, and who always 
did these jobs well. After gra- 
ciously acknowledging this introduc- 
tion and expressing his delight in 
again attending a NEWA meeting 
Mr. Robertson predicted a rising 
market which would provide real 
profit opportunities for wholesalers 
over the next few years. 


California in 1939? 


An invitation to hold its 1939 con- 
vention at Del Monte, Calif., was 
presented by M. H. Jankelson, 
chairman of the Pacific Division, 
After briefly touching upon the vir- 
tues of California’s climate, the 
magnitude of San _ Francisco’s 
World’s Fair which will celebrate 
the opening of the San Francisco- 


Milwaukee. 





be 











Brown, all of G.E. Supply Corp., Bridgeport. 
3. Grand Pencils Weren’t They? Felix, Van Cleef, Van Cleef 


Brothers, Chicago. 


Oakland bridge, and the delightful 
environment to be found at Del 
Monte, Mr. Jankelson presented to 
Chairman Latham a_ handsomely 
bound volume containing invitations 
from the governor of California, the 
mayor of San Francisco, and promi- 
nent civic associations. He was as- 
sured that these invitations would 
receive every consideration and sug- 
gested that the Association take 
definite action at the Hot Springs 
meeting next May. 


New Members 


Applications from the following 
wholesalers for membership in the 
Association received favorable ac- 
tion: 

Electric Sales Co., Canton, Ohio 

Lighting Fixture & Electric Sup- 
ply Co., New Orleans, La. 

Reichert Electric Co., Houston, 
Tex. 


Next Meeting 


At the close of the convention it 
was voted to hold the 29th annual 
meeting at the Homestead, Hot 
Springs, Va., from May 23 - 27, 
1937. 


Russell Beckerman is at the right. 
6. “As I Was Saying.” H. L. Wilson, Ellis & Howard Co., 
Toronto; G. C. Yake, Independent Electric, Ltd., Toronto. 

















“Are We Making Money?” 


In his address at the Buffalo meeting, Chairman 
Latham predicts continued business improvement, 
stresses the importance of securing adequate mar- 
gins, and warns against over-extension of credits 


A REVIEW of the opening remarks of previous 

chairmen gives me the impression that I am ex- 
pected to say something or at least pass an opinion upon 
general business conditions and more particularly what 
effect prevailing conditions are having upon our industry. 
I believe I can say without fear of contradiction, “Busi- 
ness is good.” Good by com- 
parison with the several lean 
depression years we have re- 
cently witnessed, and steadily 
improving. How far the im- 
provement will extend is prob- 
lematical, for it depends upon 
many issues, both internal and 
international. It is, however, 
reasonable to believe that the 
upward trend of the business 
curve is the encouraging out- 
look ahead for the next sev- 
eral months at least. 

In order to meet the new de- 
mands after five years of the strictest economy ever 
witnessed in this country, basic industries and indus- 
trials have been and are being obliged to spend large sums 
for modernization. Our railroads and utilities, by virtue 
of expanding business, have again begun to re-establish 
themselves as among the country’s greatest customers. 
In the building field in many sections, all time construc- 
tion records are being broken. Home building, factory 
building, new apartment houses, bridges, tunnels, new 
super-highways, and so forth are but a few of the thou- 
sands of construction enterprises which are giving im- 
petus to that most important phase of industry. 

It is an undeniable fact that the wheels of industry 
have begun to spin: What we are all wondering is 
whether they will spin with increasing rapidity, remain 
static, or slow up when the tapering off of the govern- 
ment spending program begins, which as we all know, 
is inevitable in the near future, regardless of which way 
the election goes, when things are allowed to take a 
more normal course. 

Just a word on the subject of how present conditions, 
as we contemplate them at the present moment, are af- 
fecting our own business and are we making money? 
The answer is, if we are not we should be. I am sure 
that but for the possible exception of a few territories, a 
volume of business sufficient to justify such a statement is 
available. To a large extent the answer is primarily 
in our own hands. 

The record of the wholesaling branch of the electrical 
industry proves that it takes but very little capital to 
become an electrical wholesaler so-called. I add the 
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so-called advisedly. Many have started in a small way 
on a few thousand dollars of saved or borrowed money 
and by buying some second-hand equipment have set 
themselves up in business and call themselves wholesalers. 
The least line of resistance is usually pursued, namely, 
that of selling goods for less than established competition. 
If they last long enough to acquire experience, learning 
through costs of doing business, they discover they are 
losing money because they cannot make their business 
yield a profit at their prices. Some time may pass before 
they learn that certain cost items are being overlooked— 
taxes, insurance, depreciation, interest on capital, and 
the like. The trifling expenses at first seem small until 
they pile up and throw the enterprising merchant into 
bankruptcy. 

In the meantime they muddy the water and gum the 
works for everyone else, 

Quite recently a very important and far reaching change 
in the method of handling rigid conduit was announced 
when manufacturers advised distributors of their inten- 
tion to discontinue the practice of maintaining local fac- 
tory warehouse stocks. This notable development marks 
a very definite indication of the important economic 
value of proper and systematic wholesaler representation 
to our industry. 

The development in itself does not. by any means 
insure a greater profit to the wholesaler. What it does 
accomplish is to require every wholesaler who undertakes 
to handle conduit to do so with the complete under- 
standing that he will fully perform the function of a 
warehousing wholesaler in fact. 


XPANSION of credit is flowing freely to sound and 

legitimate business enterprise and expansion. Certain 
major electrical appliances and radios may now be sold 
by dealers through some of the major finance companies 
without recourse in spite of the elimination of FHA 
approval, indicating a return of confidence in the integ- 
rity and ability of the average American citizen to meet 
his obligations. While we, as wholesalers, are perhaps 
justified in extending more liberal lines of credit in 
many instances, great caution should be exercised to 
avoid an over-extension of credit to customers whose 
net worth is, as is true in many instances, but a mere 
fraction of the credit accommodation they are calling 
upon their combined creditors to extend them. It is a 
very easy matter when business is good to reach out for 
more business than can be properly and safely handled 
with a fixed and limited amount of available capital and 
borrowing capacity, and to suddenly realize all too late 
that there is no cash or further credit available with 
which to carry on. 


































































































Summary of Committee Reports 


Recommendations include consignment of conduit on agency 


basis and minimum cash discounts of two per cent. 


Subsi- 


dizing of salesmen condemned. Emphasis placed on sales 


possibilities of lighting fixtures, 


Publicity Committee 
Grorce H. Wan, chairman 


A review of previous publicity ac- 
tivities by the association was pre- 
sented to the convention by the special 
committee, appointed at Hot Springs 
to consider the advisability of again 
undertaking publicity activities at the 
present time. It was reported that 
two separate problems were involved. 
First, the selling of members and 
prospective members on the value 
of association membership, and second, 
publicity directed to the wholesalers’ 
customers, setting forth the economy of 
buying from electrical wholesalers. 

It was recommended that the first 
problem be met by bulletins describing 
association activities, which would be 
issued at intervals by the association’s 
staff. 

Discussion from the floor brought 
out that many of the members were 
opposed to any appropriation for an 
advertising campaign in trade papers 









reaching customers of the wholesaler. 
It was suggested, however, that each 
wholesaler urge his manufacturers to 
state in their advertising copy that 
their products could be purchased from 
local electrical wholesalers. It was 
suggested that a booklet might be pre- 
pared for the use of member whole- 
salers which would set forth the value 
of their services. 

It was further recommended that the 
committee be enlarged and that it 
further consider the entire subject of 
publicity, reporting again at the Hot 
Springs meeting next May. 


Apparatus and Control 


Karr PARKER, chairman 


An average increase of approxi- 
mately 45 per cent was reported in 
members’ sales of motors, control appa- 
ratus, safety switches, etc., since the 
first of the year. 

It was reported that complaints had 
been received from contractors that 
non-tamperable fuses, as now manu- 
factured, are not interchangeable, and 
that both the wholesaler and contractor 
are required to stock different forms 
of adapters, fuse-holders and fuses. 
The committee recommended, therefore, 
that this type of fuse be standardized, 


7. No Interruptions. 
8. Behind The Palms. 


ranges and appliances 


so that the various makes would be 
interchangeable. 

In the interest of sound credit condi- 
tions, a two per cent cash discount was 
suggested for motors and control. 

Dissatisfaction was expressed over the 
present situation on range and meter 
switches, where manufacturers are sell- 
ing to utilities and providing only a five 
per cent differential for the wholesaler, 
which fails to provide a fair and rea- 
sonable return to the wholesaler for 
his services. 

It was suggested that safety switch 
manufacturers would benefit both users 
and themselves by exercising more care 
in selecting as distributors firms quali- 
fied to render adequate distribution 
service. 


Uniform Cash Discounts 


D. L. Fire, chairman 


The special committee on uniform 
cash discounts, appointed at Hot 
Springs in May, suggested that the As- 
sociation rescind its recommendation 
for a uniform five per cent cash dis- 
count, which was adopted in 1933, and 
that, through its commodity commit- 
tees, it recommend to the manu factur- 
ers a minimum cash discount of two per 
cent, with the object of reducing the 
wholesalers’ clerical expense. 


F. X. Fitzpatrick, Graybar, Boston. 
R. L. Wildauer, Arrow-Hart & Hegeman, Chicago; W. 


J. Kranzer, Crannell, Nugent & Kranzer, New York; D. R. Cohen, Glasco 


Elec. Co., St. Louis. 
9. They Were Very Welcome. 


J. N. Greenbaum, Superior Elec. Supply Co., 


Toronto; H. L. Wilson, Ellis & Howard Co., Toronto; R. A. Chadwick, Chad- 
wick Elec. Co., Ltd., Hamilton, Ontario; L. D. Siems, Canadian Electrical 
Institute; D. N. Buckler, Regent Elec. Supply Co., Toronto. 


10. He Paused A Second. Sam Rosenthal, Hyland Electric, Chicago. 
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Armored Conductor 


H. J. BAITINGER, chairman 


It was suggested that manufacturers 
consider the adoption of a uniform cash 
discount of five per cent in place of the 
present cash discount of one-half of one 
per cent, also that suggested resales be 
set up by the manufacturer, based upon 
the services rendered and functions per- 
formed by the wholesaler. Separate dif- 
ferentials, lower than those applied to the 
larger sizes of cable, were suggested for 
sizes 14-2 and 14-3, for the reason that 
these sizes are fast movers with a quick 
turnover, whereas the larger sizes re- 
quire a greater investment over a 
longer period, and should provide the 
wholesaler larger returns. 


Conduit 


W. J. Drury, chairman 


In reporting the discontinuance of 
manufacturers’ local warehouse stocks, 
in all territories except the Pacific 
Coast, the committee sounded a note of 
warning, stating that this discontinu- 
ance might not prove permanent, unless 
the wholesalers pursued a fair policy, 
and provided distribution for all manu- 
facturers. 

Because of increased costs, it was 
suggested that manufacturers consider 
the advisability of issuing, on January 
1, 1937, conduit cards showing but two 
prices—less than 10,000 pounds, 22 per 
cent gross margin; 10,000 pounds to 
carload, 17 per cent gross margin. 

In view of the opinion expressed by 
several manufacturers that the conduit 
industry can be placed on a sound eco- 
homic basis only by wholesalers carry- 
ing consigned stocks and acting as 
agents for the manufacturers, it was 
recommended that the conduit manu- 
facturers consider the advisability of 
selling conduit on an agency consign- 
ment basis. 

The recent action of the International 


Association of Electrical Inspectors, 
recommending the discontinuance of 
black conduit, in the interest of safety, 
was endorsed. The Inspectors’ recom- 
mendation will come before the revision 
committee of the National Electrical 
Code, and members were urged to sup- 
port the Inspectors’ recommendation. 


Fittings and Outlet Boxes 


H. H. Tu tty, chairman 


A sincere desire on the part of manu- 
facturers to cooperate with their dis- 
tributors was reported by the com- 
mittee, particularly in the matter of 
providing additional compensation nec- 
essary to cover the wholesalers’ in- 
creased costs of doing business. The 
committee further reported that the 
manner in which wholesalers were us- 
ing the additional compensation on out- 
let boxes, extended about a year ago, is 
being watched carefully by manufac- 
turers of other lines. 

It was also reported that the five per 
cent differential between galvanized and 
black boxes, which went into effect 
September 1, had already very ma- 
terially reduced the demand for black 
boxes. 


Flashlights and Batteries 


L. W. KorsMEYER, chairman 


A representative of the Motor and 
Equipment Wholesalers Association at- 
tended the meeting of this committee 
and, due to the fact that flashlights are 
extensively distributed through hard- 
ware and automotive, as well as elec- 
trical channels, the managing director 
was requested to suggest the formation 
of a battery committee in both the Na- 
tional Hardware Association and the 
Motor Equipment Wholesalers Associa- 
tion, with the idea that the representa- 
tives of these groups meet with the 
committee of NEWA in order to more 
adequately consider the numerous prob- 
lems facing distributors of this product. 


11. His Pipe Was There Too. S. A. Martin, American Automatic Electric Sales 


Co., Chicago. 
12. From Coast To Coast. 


M. H. Jankelson, Incandescent Supply, San Fran- 


cisco; M. D. Gruber, Gruber Brothers, New York; J. Dunn, Sager Elec. Supply 


Co., Boston. 
13. Time To Register. 
Mich. 

14. At Ease. 


; | 


Mrs. L. R. Klose, L. R. Klose Elec. Co., Kalamazoe 


W. L. Perry, Perry-Mann Elec. Co., Columbia, S. C.; A. C. 
Prange, General Electric Supply Corp., Bridgeport. 













































Fan Motors 


McKew Parr, acting chairman 


The committee pointed out that, on a 
majority of the wholesalers’ volume of 
sales, a gross margin of less than 13 
per cent was possible, representing less 
than the percentage of gross profit 
necessary to conduct an electrical sup- 
ply business. 

In view of the seasonal nature of fan 
motors and the heavy selling, advertis- 
ing, warehousing and delivery expenses 
involved, the committee felt that neces- 
sarily this commodity should bear a 
more reasonable margin. Another rea- 
son advanced by the committee for the 
necessity of greater margin was the in- 
creasing cost due to tax legislation. 
The committee suggested that direct 
sales to the Federal government de- 
partments could be better serviced by 
deliveries from the local wholesaler’s 
stocks at a fair compensation to the 
wholesaler for warehousing and ship- 
ment. 


Ranges and Water Heaters 


J. H. FisHer, chairman 


With estimated sales of one million 
ranges over the next two years, and at 
least 60 per cent going through whole- 
saling channels, the committee pointed 
out that this represented a potential of 
$50,000,000 dollars at wholesalers’ sell- 
ing prices, with an additional $25,000,- 
000 dollars in supplies for range wiring. 
Chairman Latham, in discussing the re- 
port, pointed out that the electrical sup- 
ply wholesalers would lose out to dis- 
tributors of the specialty type if they 





















failed to utilize the present opportunity 
to establish themselves in the electric 
range field. 

Ross Hartley, of San Francisco, pre- 
sented an outline of the Range Button 
Plan, now in effect in southern Cali- 
fornia. This plan, sponsored by the 
local Electric Development League, has 
as its object the placing of electric 
ranges in the homes of electrical people 
through the cooperation of all branches 
of the industry. During the first two 
months, 114 ranges were installed and 
each range user supplied with an identi- 
fying lapel button. Special demonstra- 
tions were held by the league, to which 
wives of electrical men were invited, 
and it is expected that by the conclu- 
sion of the campaign, 1,000 new ranges 
will have been installed. 


Washers and Ironers 


R. J. Brown, chairman 


The committee reported a 28 per cent 
increase in business over 1935 to date 
with an increasing tendency to employ 
the wholesaler’s distribution service. 
To such of the members as are able 
to organize their sales, the committee 
commended washers as a staple item 
largely sold for renewal. It was the 
general opinion that washers are a 
competitive item and each electrical 
wholesaler would find that the available 
gross margin on any individual brand 
line could be. compared with other 
merchandise in his negotiations with 
the respective manufacturer. 

With fewer manufacturers concerned 
with ironers than with washing machines, 
1936 business to date is similar to 1935 
in that the ratio continues at about one 
ironer to ten washers. More special- 
ized sales organization by wholesalers 
is recommended by the manufacturers 
as necessary to increase sales in this 
item. 


Traffic Appliances 


L. E. Rerp, chairman 


The subject of subsidizing whole- 
saler’s salesmen was discussed at length 


as a result of a communication on that 
subject received from the Domestic 
Appliance Section of NEMA. The 
committee concurred unanimously with 
the idea that the subsidizing of sales- 
men was injurious to manufacturers 
and wholesalers alike, and recommended 
that wholesalers discourage the practice 
wherever it occurs. 

Although seasonal dating is a matter 
to be decided by interested manu factur- 
ers, the committee approved the discon- 
tinuance of seasonal dating and sug- 
gested that distributors of small appli- 
ances keep their extension of dating 
to retailers within the dating period ex- 
tended by the manufacturers to their 
distributors. 


Incandescent Lamps 


W. I. Bickrorp, chairman 

The manufacturers stated to the com- 
mittee that immediately following the 
Hot Springs meeting, last May, a com- 
prehensive study of the entire lamp busi- 
ness was undertaken, and that a con- 
siderable amount of data has been 
collected which remains to be cor- 
related. This is expected to be com- 
pleted in the near future, but there still 
remains the more difficult problem of 
developing a possible revision in dis- 
counts and compensation. As soon as a 
tentative modified plan may be de- 
veloped, the manufacturers will discuss 
it with the committee. 


Industrial and Commercial 
Lighting 
E. A. HAwKINs, chairman 

Increased sales of lighting equipment 
was reported by this committee, which 
emphasized the sales opportunities pro- 
vided by the Better Light—Better Sight 
program, highway lighting, industrial 
lighting, plastic bowls and mercury 
vapor lamps. A cash discount of two 
per cent, instead of one per cent, was 
recommended to manufacturers of com- 
mercial glassware. 

The incorporation by eight manufac- 


turers of industrial equipment of the 
R.L.M. Standards Institute was re- 
ported. Manufacturers who met with 
this committee expressed the belief that 
farm cooperatives could be served ade- 
quately and economically by whole- 
salers. 


Outside Construction Materials 


J. G. JOHANNESEN, chairman 

At its meeting with the manufactur- 
ers of bare and weatherproof wire, the 
committee suggested that a compensa- 
tion of not less than five per cent is 
necessary to cover the expense of the 
services rendered in the distribution of 
these items. It was reported that the 
response of the manufacturers to this 
suggestion was not encouraging. 

The manufacturers indicated a desire 
to reimburse the wholesalers for the 
actual amount of freight paid, and will 
give this matter early consideration 
which in the committee’s belief, should 
result in a fair decision. 

A willingness was apparent on the 
part of the manufacturers to carefully 
consider and study the committee’s 
recommendation that the manufacturers 
compensate the wholesaler on direct 
shipments at the rate of seven and 
one-half per cent, and on shipments 
from stock at the rate of at least 15 per 
cent. 


Radio and Tubes 


H. O. Situ, chairman 


This committee recommended that 
radio set manufacturers assume all ex- 
penses incurred in replacing and repair- 
ing definite and positive defects. It 
also recommended that radio set manu- 
facturers accept excess parts for credit 
within one year from date of purchase 
at a service charge not to exceed 10 
per cent plus transportation, and that 
the manufacturers advise their dis- 
tributors 90 days prior to the year’s ex- 
piration period for the return of parts. 
Distributors were urged to encourage 
dealers and service men generally to use 





15. A. J. McGivern, Chicago Electrical Wholesalers Associa- 
tion. 

16. Before The Meeting. 
Co., Cincinnati; L. A. 

Moines. 

17. Happy Days. Al Beyers, NEWA; August Kubec, Kubec 
Elec. Co., Chicago. 

18. ’Tis A Weighty Matter. Henry Baitinger, Baitinger 
Elec. Co., New York; E. T. Rowland, Electrical Wholesaling. 
19. A Visiting Editor. Charles A. Stone, New England 
Electrical News. 

20. Serious Conversation. George Steiner, Steiner Electric, 
Chicago; G. K. Heyer, Graybar, New York. 

21. Sure, Everyone Had Fun. Otto Frankenbush, Hawkins 
Electric Co., Chicago. 

22. Some Crowd. “Bill’’ Ring, Electrical Wholesaling; B. 
F. Clark, Paranite Wire & Cable, Philadelphia; L. R. Quinn, 
National Enameling & Manufacturing Co., Pittsburgh; 
Lawrence B. Mangione, West Town Elec. & Appliance Co., 
Chicago; W. G. Campbell, Enameled Metals Co., Pittsburgh. 


Jack I. Bogdan, B & B Electric 
Bodkin, Electric Supply Co., Des 
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23. What’s On The Program? Gordon N. Lewis, Jenkins 
Brothers, Bridgeport. 

24. Busy Man. George C. Richards, New York. 

25. She Misses Not A Comma. Mrs. C. E. Schrock, NEWA. 
26. And A Time Table. J. E. Rehm, Sands Elec. Co., 
Wheeling, W. Va. 

27. Smiles Are Popular. Harry D. Roseth, Co-op Elec. Sup- 
ply Co., Chicago; J. S. Isaacs, City Electric Co., Syracuse; 
M. D. Gruber, Gruber Brothers, New York. 

28. "Twas A Fine Trio. H. C. Calahan, G. E. Supply Corp., 
New York; L. E. Latham, E. B. Latham & Co., New York: 
E. M. Graham, National Elec. Supply Co., Washington, D. C. 
29. They Were There. Russell Beckerman, Standard Elec. 
Supply, Milwaukee; T. G. Hardesty, Jr., and R. A. Stott, 
Tri-State Elec. Supply, Hagerstown, Md. 

30. Just A Minute Please. M. C. Taradash, Hyland Elec., 
Chicago. 

31. They Look Content. I. A. Bennett, National Electric 
Products Co., Pittsburgh; W. E. Stephenson, Sterling Elec- 
tric Co., Minneapolis. 
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standard parts and it was also recom- 
mended that, in cataloging parts, they 
be marked to indicate the year or model 
where the particular parts were used. 

Fewer set models were recommended 
by the committee, upon the belief that 
not more than 25 per cent of the models 
accounted for 80 per cent of the total 
set volume. 

The committee urged manufacturers 
to discourage the subsidizing of or the 
giving of bonuses of any kind to the 
distributors’ salesmen, or making such 
bonuses possible to the dealer either 
direct from the manufacturer or through 
the distributor’s salesmen to the dealers’ 
salesmen. 


Refrigeration 


D. H. O’Brien, chairman 
The opinion was again expressed by 
the committee that one year warranty 
was ample. A uniform policy concern- 
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32. A Pleasant Conversation. Jack Newton, Oakes Electrical 
Supply Co., Holyoke, Mass.; Turner, Detroit; T. C. Treadway, 
Little Rock, Ark. 

33. The Camera Caught A Word. George Corrao, Graybar, St. 
Louis; F. R. Eiseman, Revere Elec. Co., Chicago. 

34. It Will Begin Soon. E. J. Rueth, The Frankelite Co., Cleve- 
land; John L. Popkin, Electric Supply Co., Grand Rapids; E. 


K. Burkhimer, Ostrander Elec. Supply, New York. 


35. They’re Really Friendlier. 


ing transportation charges on defective 
parts was strongly recommended by the 
committee, in the belief that the ex- 
pense of such transportation both to and 
from the factory should be borne by the 
manufacturers. 

Several distributors reported that re- 
frigeration repair parts had developed 
into an extremely profitable line. 


Wire and Cable 


W. J. KRANzeER, acting chairman 


Although the meeting of this com- 
mittee was well attended by both manu- 
facturers and wholesalers, and resulted 
in spirited discussions, the committee’s 
formal report was limited to a recom- 
mendation that manufacturers give fur- 
ther study to the subject of reel charges 
in an effort to avoid the necessity for 
invoicing reels as separate items. It 
was pointed out that wire reels are 
the only containers handled by electrical 


Robert Beller, Beller Elec. Co., 


wholesalers whose cost is not included 
in the selling price of the commodity. 


Wiring Devices 
H. D. Rosetu, chairman 


This committee reported that, in reply 
to inquiries regarding increased mar- 
gins of compensation for the whole- 
saler because of his additional tax 
burdens, the manufacturers suggested 
that the wholesaler should make an 
earnest effort to more fully avail him- 
self of the advantages of the present 
margins. With that effort evident, con- 
sideration may be given and a study 
may be made to further improve his 
position. 

When the subject of farm coopera- 
tives was discussed, the manufacturers 
were again unanimous in their opinion 
that the most economical method of dis- 
tributing wiring devices is through the 
electrical wholesaler. 


Newark, N. J.; I. I. Jaffe, Silk City Elec. Supply Co., Paterson. 


36. A Few Words. 


A. H. Kahn, G. E. Supply Corp., Chicago; 


C. E. Anderson, National Carbon Co., Chicago. 


37. We Want Bigger Davenports. 


B. W. Johnson, Oliver Iron 


& Steel, Pittsburgh; Tom Lindsay, Allen Electric, Cleveland; 
L. R. Quinn, Enameled Metals Co., Pittsburgh; George F. Holley, 
Youngstown Sheet & Tube, Youngstown; W. G. Campbell, 
Enameled Metals Co., Pittsburgh; J. Howard Collier, Steelduct 


Co., Youngstown. 

















Taxes=A Problem of Expense 


‘ From a bulletin discussing “Our Tax Job” distributed last 
month to members of NEWA, and prepared by Harry L. 
Harper, Pacific District Manager, Graybar Electric Co. 


N the final analysis, taxes are expenses whether they 
apply to a business or an individual. What do taxes 
represent in the way of doing business, as applied to 

the electrical wholesaling industry? What has been the 
relation of such expenses in the past, what is it at present 
and, as far as is now known, what will it be in the future? 

Fundamentally there are two forms of taxes—hidden 
and direct. (Mr. Harper then proceeds to discuss hidden 
taxes, to present comparisons of government expenditure 
and taxes, and to outline the provisions of the Revenue 
Act of 1936, which imposes a new surtax on the 
undistributed earnings of corporations. ) 

How much would an electrical wholesaler’s gross mar- 
gin have to be increased to cover “social security tax 
expense” alone, is a logical question. On the assumption 
that 60 per cent of the gross margin goes to pay salaries 
subject to these acts, the tabulation below shows the 
amount of increase necessary, above the present margin, 
shown as “normal”’. 

It is suggested that employees’ pay checks show the 
amount of wages earned, tax deduction as required under 
the law, and net amount. This for the purpose of elim- 
inating the possibility of the employee thinking that his 
wages have been reduced to cover the tax. So that the 
employee may know of the taxes he will have to pay 
starting January 1, 1937, and subsequent years, and 
thereby be in position to plan his budget operations, it is 
suggested that he be informed as to what will be the tax. 

With higher living costs and increased taxes, are 
employers not faced with the problem of increasing 


employees’ wages to such extent as may be practical? In 
the final analysis, does not an employee have to pay his 
taxes, living and other expenses from the wages which he 
receives? For the purpose of discussion, let’s assume 
that such is the case. Our industry is then faced with the 
payment of the employers’ taxes, and, indirectly, through 
the wages paid employees, their taxes. 

These charts have to do only with social security tax 
expense. It is apparent, that if the electrical wholesaler is 
to survive, all other forms of increased tax expense must 
be provided for in the total increase in gross margin rate 
to cover all such additional expense. To this end, we as 
wholesalers, should each direct our endeavors. 

The percentage relation of taxes to sales in former 
years wil] not serve as a guide as to what each individual 
wholesaler’s own expenses will be in the future. How- 
ever, what has been the per cent of taxes to sales should 
be determined in each case for the purpose of covering 
the increased and new forms of taxes which are now 
known. With these facts available, as additional taxes 
may be levied, each wholesaler will be in position to 
proceed intelligently. 

In reviewing this all-important subject, it has been our 
purpose to not only present the facts, but lay a foundation 
for cost studies within our industry, to the end that we, 
as wholesalers, may continue to fulfill our responsibility 
to the electrical industry and to the public and, while so 
doing, provide employment at livable wages. We should 
also recognize the additional taxes which have been, and 
may in the future be imposed upon our employees. 


Increased Gross Margin Rate Required to Cover Expense of Social Security Taxes 


Employer Tax Only 


Combined Employer and Employee Tax 
































oat x — GROSS MARGIN RATE Year Ped GROSS MARGIN RATE 
Year Salaries : 

Normal —0— 18.00% 19.00% 20.00 % Normal —0— 18.00% | 19.00% 20.00% 
1937 3.0 18.32 19.34 20.36 *1937 4.9 18.53 19.56 | 20.59 
1938 4.0 18.43 19.46 20.48 1938 6.0 18.65 19.69 | 20.72 
1939 4.0 18.43 19.46 20.48 1939 6.0 18.65 19.69 20.72 
1940 4.5 18.49 19.51 20.54 1940 7.0 18.76 19.80 20.84 
1941 4.5 18.49 19.51 20.54 1941 7.0 18.76 19.80 20.84 
1942 4.5 18.49 19.51 20.54 1942 7.0 18.76 19.80 20.84 
1943 5.0 18.54 19.57 20.60 1943 8.0 18.86 19.91 20.96 
1944 5.0 18.54 19.57 20.60 1944 8.0 18.86 19.91 20.96 
1945 5.0 18.54 19.57 20.60 1945 8.0 18.86 19.91 20.96 
1946 5.5 18.59 19.63 20. 1946 9.0 18.97 20.03 21.08 
1947 5.5 18.59 19.63 20.66 1947 9.0 18.97 20.03 21.08 
1948 5.5 18.59 19.63 20.66 1948 9.0 18.97 20.03 21.08 
1949 6.0 18.65 19.68 20.72 1949 10.0 19.08 20.14 21.20 

and after and after 
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Manufacturers Are Asking= 


“In view of present conditions, what performance 
should we expect from our wholesalers, in return ‘ 
for the discounts which we provide for them?” 


ANUFACTURERS in many 
M fields are today studying their 

relationships with their whole- 
salers. They are asking: To whom is 
the wholesaler’s first duty? Is the 
wholesaler the sales agent of the manu- 
facturer? Is the wholesaler the pur- 
chasing and warehousing agent of the 
retailer, contractor and industrial user ? 
Is the wholesaler a merchant buying 
and selling solely for his own benefit? 
Time was when the wholesaler was all 
of these things, but times have changed. 
Many wholesalers today, due to the 
pressure of recent developments in 
marketing are tending to limit their 
status. This means that they are 
necessarily curtailing their services to 
one or more of the parties concerned. For example, 
wholesalers who no longer perform the stock-carrying 
or warehousing function are becoming more like agents, 
or manufacturers’ representatives. Others, by means 
of special plans, ranging from cooperative buying to 
part ownership of retail outlets, are definitely becoming 
retailer’s buying departments. Every wholesaler should 
decide where he stands in the scheme of distribution by 
asking and answering the question: Whom am I going 
to serve? 

Various factors have profoundly affected wholesaling 
during recent years, particularly as to the relationship 
between wholesaler and manufacturer. Some of the 
most important of these factors are: 1. The improve- 
ments in the physical facilities of distribution; 2. The 
phenomenal rise of chain store systems leading to the 
elimination of wholesalers and retailers in some lines; 
3. The growth of buying syndicates, voluntary chains 
and the like whereby independent stores seek to secure 
some of the buying advantages enjoyed by chain-store 
organizations; 4. The development of hand-to-mouth 
or small-order buying by wholesalers and retailers; 5. 
The failure on the part of manufacturers to develop 
definite marketing policies with the result that their 
products pass through several different channels of dis- 
tribution and are, at times, in competition with them- 
selves. 

It is the effects of small-order buying that seem to 
be disturbing the manufacturers in various lines today. 
A recent survey revealed that individual orders from 
wholesalers received by manufacturers in the hardware, 
electrical, plumbing and mill supply trades called for 
anywhere from 10 to 50 per cent fewer units of par- 
ticular products than orders for the same products re- 
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By JOHN H. FREDERICK 


Assistant Professor of Marketing 
University of Pennsylvania 


ceived from the average wholesaler five 
years ago. A surprisingly large number 
of these manufacturers were unable to 
say how much the clerical work, both 
office and factory, and accounting and 
collection work for individual orders 
cost them, but the minimum cost of 
such paper work was reported as vary- 
ing from 50c. to $5.00. What dis-' 
turbs the manufacturer is that this 
cost is no more for an order calling 
for a carload than for one calling for 
1/12 of a dozen. Is it any wonder that 
numerous manufacturers are asking: 
What does the wholesaler do in return 
for his discount or differential in view 
of the changes which have taken place 
in wholesaling in recent years? 

It is, of course, ridiculous to compare the method 
of buying by wholesalers today with that. of years ago 
on a quantity basis. The year 1929 saw the end of the 
practice of carrying large stocks by retailers and whole- 
salers. The practice will not return because: 


1. It ties up too much capital. 


2. It results too frequently in products being outmoded 
by changes in style or user-habits, or in their 
deterioration. 


Ww 


. It makes readjustment to unexpected price and 
other changes difficult. 


as 


. It is no longer necessary because of the variety and 
flexibility of the transportation services now 
available. 


It is probably true that many electrical wholesalers 
today: “Can handle a given sales volume with only one- 
third of the inventory required in 1928, and still main- 
tain the quality of their service’, but this is no excuse 
for ordering from the manufacturers in ridiculously 
small amounts. The “small order evil” is an outgrowth 
of “hand-to-mouth buying” and manufacturers in vari- : 
ous lines are considering three ways of overcoming it. 
These may be briefly stated as follows: 1. The manu- 
facturer can distribute directly to retailers and other 
customers. In other words, he can show the whole- 
saler that he can get the business himself—a costly 
proposition and one which definitely antagonizes the 
wholesalers. 2. The manufacturer can cooperate with 
the wholesalers. He can accept small-order buying, 
coupled with a lack of selling initiative or enthusiasm 
on the part of wholesalers, as a fact. In other words, 
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he can show wholesalers where to sell. He can do 
the market survey work and supply the missionary 
salesmen so as to build up the size of orders received 
from particular wholesalers. All this is costly, but the 
manufacturer maintains his outlets without antagonizing 
the wholesalers. 3. He can reduce the wholesaler’s dis- 
count and at the same time maintain stocks in public 
warehouses from which the wholesalers can obtain de- 
livery in as small quantities as desired. In other words, 
if the manufacturer has to assume the storage function 
he might as well be paid for it. 

Many manufacturers will make progress through the 
use Of wholesalers in the future as they have in the 
past, and many will lose ground. Those that lose ground 
will find that their main problem is to learn how to work 
with wholesalers, and to assume the full responsibility 
for the efficient functioning of their outlets on their 
particular products. It is surprising to note the radical 
differences between manufacturers selling the same char- 
acter of goods through wholesalers. Some manufac- 
turers fully realize how to get the most out of their 
wholesaler set-up. Some do not, and sit back and com- 
plain. On the other hand, there are a lot of wholesalers 
who are not going out and doing a good job in their 
respective territories—and making a profit for their 
own enterprise—but rather they are sitting back and 
complaining that the manufacturers are not giving them 
a fair deal. 


HERE are various other complaints of manufactur- 

ers on which wholesalers should check up on their 
own performance. Some manufacturers complain that, 
as far as their particular lines are concerned, wholesalers 
salesmen show a lack of interest because their products 
run into comparatively low unit values. Wholesalers 
carry sO many items that the lower unit of value num- 
bers are “lost in the shuffle’. One manufacturer says: 
“I feel that the average electrical wholesaler has too 
many irons in the fire today and that some attempt 
toward specialization on his part would be decidedly 
to his advantage”. Another complaint is that whole- 
salers handle too many competing lines, in other words, 
that they fail to practice selective selling. Selective 
selling may be defined in several ways. For the manu- 
facturer it is the method of marketing whereby he selects 
a certain adequate, but limited number of outlets for 
his product, and confines his distribution to those out- 
lets, instead of selling his product to all who seem com- 
petent to handle it. For the electrical wholesaler, how- 
ever, selective selling seldom means the selection of 
customers, few wholesalers are in such a fortunate 
position; but it means deciding upon a particular line 
of each type of product handled and the concentration 
of his selling efforts on those lines. 

A wholesaler can derive various advantages from this 
type of selective selling; 1. Greater sales cooperation 
is possible between wholesalers and manufacturers. 
When both are scattering their efforts cooperation often 
depends on deciding just how many different manu- 
facturers’ lines a wholesaler can handle; as well as on 
how many wholesalers a manufacturer can effectively 
cooperate with. As a rule, continued concentration of 
sales effort by wholesalers on any one line is rare be- 
cause of varying pressure from different manufacturers. 
2. Wholesalers are able to offer more uniform products. 
The weakness in carrying too many (Turn to page 22) 
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How Do YOU Rate 
As A Wholesaler? 


Ten points upon which the individual 
wholesaler can check his own performance 
and determine to what extent he is actually 
earning the differentials extended to him by 
his manufacturers. 


s 


10. 


Do you carry an adequate stock, or 
are you a small-ordér buyer? Do 
you force the manufacturer to 
assume too much expense in selling 
you or do you buy intelligently ? 

Do you carry too many items in 
stock? Do you handle competing 
lines or do yOu, "it selective 
Do you sell to retailers or. contrac- 
tors whose principal bid for business 
is cut-prices? © 


Do you maintain the manufaciurers 





Are you aggressive and progressive, 
producing for your manufacturers 
the volume within the possibilities 
of. your trading area? During the 
numerous territories abandoned. It 
is now the obligation of the whole- 
saler to enlarge the markets for 
the manufacturers he represents. 

Do you support the manufacturer 
with an established, well-known 
sales policy rather than the one 
with a doubtful or secret policy? In 
other words, will you consistently 





decline to from manufacturers 
who are - to restrict their 
sales to ed reputable 
channels? 

Do pou el web sees wcthed of 


granting credit that your capital is 
tied up in accounts receivable thus 
forcing you to conduct your busi- 
ness on a hand-to-mouth basis? 

Do your salesmen, perhaps because 
of lack of competent sales direction, 
take orders rather than sell? 

















MEN YOU SHOULD KNOW 





* C. D. RUSSELL 


President, Associated Wholesale Electric Co. 


F one should question the axiom 
[ive “a vital organization is the 

lengthened shadow of the man at 
the head of it,” he would do well to 
study the Associated Wholesale 
Electric Co. of Los Angeles as a 
typically vital organization and the 
man at its head, C. D. (Dick) Rus- 
sell. 

A close observer need not be told 
that the two outstanding characteris- 
tics of this organization are, first, 
the attitude and practice of founda- 
tion-building as expressed by a 
primary regard for long-swing re- 
sults, and second, versatility as ex- 
emplified by a high degree of diversi- 
fication in lines carried and in cus- 
tomers served. That these two char- 
acteristics make for successful op- 
eration in the wholesale business is 
incidental to our story; the point is, 
these distinguishing characteristics 
should be found to a marked degree 
in the man at the head of the or- 
ganization or the axiom is false. 

Born somewhere in Texas, (he 
says he’ll never tell exactly where) 
in 1895, Dick Russell started to 
work for an electrical contractor- 
dealer in that state in 1910. Ap- 
parently urged on by the desire for 
experience, in the next few years he 
worked successively as wireman, 
small plant operator and lineman, 
foreman, and proprietor of a con- 
tractor-dealer business. 

At the age of 20 he entered the 
electrical wholesaling field as travel- 
ing salesman in Oklahoma and for 
the next few years seems to have 
been rather busy acquiring both ex- 
perience and some measure of versa- 
tility as he progressed from salesman 
to household specialty department 
manager, branch manager (with time 
out for being a soldier—in the Air 
Service), and part owner in a small 
chain of electrical retail stores in 
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Los Angeles, Calif. 


By Delegating Responsibility 
He Develops Initiative 


Texas. Next he was 
sales manager for an 
electrical specialty dis- 
tributor and then went 
west to California. 

In that state he be- 
came successively gen- 
eral supply salesman, 
advertising specialist, 
and district sales 
manager for a large 
electrical wholesaler. 

In June 1928 he 
bought out the Baker 
Electric Co. and es- 
tablished the Asso- 
ciated Wholesale Electric Co. at Los 
Angeles. Consistent progress has 
been made since that time, not only 
in building a sound and substantial 
financial structure, but also, as might 
be expected, in enlarging the scope 
of its operations until today it 
occupies a prominent place in mer- 
chandising on such lines as radio 
and electric ranges. A popular 
line of street lighting equipment 
manufactured for and distributed 
exclusively through his company 
completes the picture of a well bal- 
anced, yet highly diversified whole- 
sale business. 


UCH a career likewise reflects a 

high degree of individuality and 
a rich store of initiative and energy. 
Out of his chain store experience, 
tempered by his own initiative and 
free action he has developed his own 
definite philosophy as to his staff and 
personnel. He feels that his men 
should be like himself, with plenty of 
the will to accomplish, an eagerness 
to take responsibility and the ability 
to use their heads for themselves. 
He only asks that each one soak up 
to the ultimate of his capacity the 
basic policies and principles of the 
organization, and then apply them 
in his own way to his own job and 


So much an individualist himself Mr. 
Russell knows the value of men who can 
think and act for themselves, guided only 
by a thorough appreciation of basic policy 
and principle, but capable of deciding 
how those principles shall be applied to 
the individual case. By such methods 
the independent wholesaler can make a 
lasting place for himself in the industry 


to the service of his customers—for 
basically the first policy is the cus- 
tomer. Mr. Russell will go to ex- 
tremes if need be to be what he con- 
siders a wholesaler should be to his 
good customers. 

It is only natural to expect that 
such a man, too, would be interest- 
ing to talk with; that his rich ex- 
perience and _ versatile interests 
would be extended into other fields 
than just his business. Certain 
philosophers of the electrical indus- 
try of the West have discovered that 
he can sometimes be weaned away 
from his energetic pursuit of busi- 
ness to sit up far into the night and 
discuss books, theories, ideas, arts 
and sciences. To such discourses he 
brings his realistic common sense, a 
good humor, and very naturally 
some novel ideas. On the job he can 
talk any of his customers’ language, 
for has he not at one time been in. 
the same shoes? And this, too, is 
reflected in his business organiza- 
tion’s character. 
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THEY COME NO LARGER 
U.S. CABLES 




















@ There is another definite relation- 
ship between the father who harnesses 
electricity to a thousand jobs and the. 


son who plays at industry with his toy 





equipment. 

Both need electricity... both need 
electrical conductors... both depend 
upon U.S. Cables and Wires. 
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AND NO SMALLER THAN 
AND WIRES! 
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From powerhouse to every electrical 
servant in the home—and to every 
electrical job in industry— U.S. Wires 
and Cables enjoy a well-earned repu- 
tation for meeting every requirement, 


whatever the assignment. gRy 


Alby: 
UD, 


United States Rubber Company “ 


United States Rubber Products. Inc.. New York. N. Y. 
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“At Ease” 


Between 


Sessions 


During the 





38. Detroiter. D. L. Fife, 
Fife Elec. Supply Co. 

39. Buddies. Jack Sadler, 
Commonwealth Edison Co., 
Chicago; H. E. Rasmussen, 
Peerless Electric Supply Co., 
Indianapolis. 

40. A Moment’s Relaxation. 
August Kubec, Kubec Elec- 
tric Co., Chicago; J. B. Dunn, 
Tower - Binford Electric, 
Richmond, Va. 

41. Conversationalists. G. T. 
Morrow, Curtis Lighting, 
Chicago; E. T. Rowland, 
Electrical Wholesaling. 

42. Is So-And-So Here? E. 
V. Wetmore, Wetmore-Sav- 
age Elec. Supply Co., Boston. 
43. Early Bird. C. H. Albee, 
C. S. Mersick Co., New 
Haven, Conn. 

44. Yes Sir, He Was There. 
J. G. Johannesen, General 
Electric Supply Corp., Bridge- 
port. 

45. Texans. H. F. Reichardt, 
Reichardt Elec. Co., Hous- 
ton; R. A. Riley, Graybar, 
Dallas. 

46. Chatting. Hoyt O. Smith, 
Hardware & Supply Co., 
Akron; Donald _. Tolles, 
NEWA. 

47. At The _ Registration 
Desk. M. D. Gruber, Gruber 
Brothers, New York; E. T. 
Rowland, Electrical Whole- 
saling, in background. 








NEWA 










Convention : - 


Hotel Statler a 
we 


wa 
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Buffalo 
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The Editor’s Page 





Merchandisers. Close contact, day in and day out, 
with the wholesalers in his territory has caused a manu- 
facturer’s district sales manager to group his distributors 
into two classifications—merchandisers and non-mer- 
chandisers. 

The latter group, he finds, are content to render only 
a warehousing service. They still believe that it is the 
manufacturer’s function to create business, that the 
wholesaler’s job is merely to carry stocks, make deli- 
veries and extend credit. They consider themselves as 
primarily service organizations, rather than as selling 
organizations. And yet this group, according to this 
manufacturer’s sales manager, are always ready to cry 
“Wolf!” when business is taken by a competitor be- 
cause that competitor goes out and sells. 

This type of wholesaler is obviously “asleep at the 
switch.” He has failed to comprehend the modern 
tempo of distribution. In this, however, he is not 
entirely to blame because, only too often, he is per- 
suaded to take on a line by some manufacturer’s repre- 
sentative who promises to go out and get orders—to 
do the actual selling—if the wholesaler will only place 
a stock order. If the wholesaler will look over his 
records, however, he will find that lines added on this 
basis seldom if ever develop either volume or profit. 

What is needed is a proper balance between the sales 
activities of both wholesaler and manufacturer. The 
district sales manager, whose observations we have 
just cited, has developed a yardstick to measure the job 
which each of his distributors is doing. He divides the 
wholesaler’s sales over a given period into three groups: 
1. Orders resulting from the joint selling efforts of his 
own salesman and the manufacturer’s salesman; 2. 
orders turned over to him by the manufacturer’s repre- 
sentative, and 3., those secured by his own salesmen 
without aid from the manufacturer. 

When a proper balance is obtained between these 
three classes of orders, then—in the opinion of this 
sales manager—both manufacturer and wholesaler are 
doing a creative merchandising job. 


Taxes. Harry Harper, Graybar’s Pacific manager, 
has made an outstanding contribution to the electrical 
wholesaling industry in his study of the tax situation. 
In a paper read before NEWA’s Pacific Division, and 
later distributed in bulletin form to all NEWA mem- 
bers, he reviews the various hidden and direct taxes 
which are adding to the wholesalers’ cost of doing busi- 
ness. 

He urges each wholesaler to determine, insofar as is 
possible, what proportion of his total operating expense 
is made up of taxes, and to estimate to what extent this 
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proportion will be increased as new taxes, such as those 
on undistributed earnings and social security, become 
effective. Social security taxes alone, he shows, will 
eventually bring a 20 per cent increase in the whole- 
saler’s cost of doing business which must be offset by a 
corresponding increase in gross profit rates. He recom- 
mends that employees be kept informed concerning tax 
matters and that cost studies be made by NEWA 
through a permanent tax committee. 


Unions. Out on the Pacific Coast, Harry Bridges, 
who has become a nationally known figure through his 
labor activities in the shipping industry, is attempting 
to unionize warehouse employees. Last spring a strike 
was called which closed wholesale hardware establish- 
ments in San Francisco for a period of six weeks. More 
recently employees of the Woolworth warehouse were 
called out, but this strike was unsuccessful, as the union 
did not succeed in its efforts to prevent deliveries to 
Woolworth stores from other San Francisco ware- 
houses. Bridges’ intentions, it is reported, are to 
eventually extend his activities to the retail field. 

In the New York area, unionized electrical workers 
have for some time required that all panelboards, 
switches and lighting fixtures which they install shall be 
wired by union labor. Now they also refuse to install 
any armored cable which does not carry a union label. 
This policy not only seriously affects the vast majority 
of electrical manufacturers, whose plants are operated 
on an open shop basis—it affects their distributors as 
well. 

Heretofore the electrical wholesaler has been un- 
affected by the activities of organized labor. It is to be 
hoped that the situations in both New York and San 
Francisco will prove to be isolated-cases. 


Spiffs. Electrical wholesalers went on record at Buf- 
falo as condemning the offering of premiums, either 
merchandise or cash, to their salesmen by manufac- 
turers. Similar action had already been taken by the 
National Hardware Association. 

The subsidizing of wholesalers’ salesmen, particularly 
by radio and appliance manufacturers, has become a 
serious trade evil. Spiffs are frequently offered to the 
salesmen without the knowledge or consent of their em- 
ployers, and the practice appears to be increasing rather 
than diminishing. 

Spiffs are obviously unfair to those manufacturers, 
and there are many such, who refuse to buy the time of 
his wholesalers’ salesmen in this manner. They are un- 
fair to the wholesaler who not only loses control of his 
salesmen’s selling effort, but is also put “‘on the spot” 
because if he turn down a “proposition,” the line in ques- 
tion may be given to a less scrupulous competitor. And, 
finally, they are unfair to the salesman himself, because 
they prevent him from doing a well-rounded sales job 
for his house. 
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+A Ten-Gallon Crown. R. A. Riley 
(right), manager of the Dallas office 
of the Graybar Electric Co., acting 
as special representative of Gov- 
ernor Alfred of Texas, presents an 
official commission as a Texas Cen- 
tennial Ranger to E. W. Thurston, 
commercial sales engineer of the 
Western Electric Co. Mr. Thurston 
received the award and the hat, an 
unofficial symbol of the office, in 
recognition of his eminence in the 
field of electrical communication. 





Manufacturers 
Are Asking 





(Continued from page 15) 


lines of one type of product is the ten- 
dency for products to vary since they 
are bought from various sources, ac- 
cording to the price concessions ob- 
tained. This is a criticism often voiced 
by industrial buyers. Selling the line 
of one manufacturer insures one un- 
varying standard. 

The principal defect of selective sell- 
ing is that the wholesaler may be losing 
some business if he carries line “A”, and 
a customer asks for line “B”. This 
sometimes happens, but when whole- 
salers attempt to carry every product 
that might be desired, costly duplica- 
tion results, as well as scattered selling 
effort. In fact, producers of products 
sold through electrical wholesalers fre- 
quently say that they do not believe the 
wholesalers, or their sales forces, are 
well enough posted on many items to 
properly sell them. 

Of course a wholesaler can handle as 
many different non-conflicting lines as 
his financial ability, warehousing space, 
and other facilities enable him to. How- 
ever, while he can handle the products 
of competitive manufacturers, he can- 
not handle them as efficiently as he can 
the products of non-competitive manu- 
facturers. It is absolutely impossible 
for him to be impartial to two manu- 
facturers, and he therefore cannot do 
an efficient selling job for either of 
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them. The result is that when the 
wholesaler tries to sell more than one 
competitive make of product the manu- 
facturers, in order to have their goods 
sold, must do a tremendous amount of 
field work, and create a consumer ac- 
ceptance for their product in order to 
get preference over the other lines 
handled by the distributor. 

The manufacturer, on the other 
hand, can have as many wholesalers 
handling his line as are available, but 
as soon as he attempts to obtain co- 
operation from a wholesaler handling 
a competing line inefficiency creeps in. 
It often means that the manufacturer 
must carry on some of the direct con- 
sumer contact. Many wholesalers com- 
plain that their discounts are not suffi- 
cient to allow for a margin of profit, 
but how is an adequate margin pos- 
sible when the manufacturer is called 
upon to do so much of the selling work, 
which the distributors could well do 
themselves if they would specialize on 
certain lines. In other words, adopt 
selective selling. 

Another complaint of manufacturers 
is that many wholesalers have failed 
to build their business upon anything 
but manufacturers’ prestige. The re- 
sult is that many reputable manufac- 
turers are unable to secure established 
wholesaler connections, thus being 
forced to sell through other channels of 
distribution. 

The wholesaler came into existence 
because there was a demand and a 
need for the functions he performed. 
In spite of his own short-coming and 
in spite of the short-sighted policies of 
many of his sources of supply, he is 
vigorously in existence today; a tribute 
to the indispensible service he renders. 
Manufacturers do not sell through 
wholesalers because of tradition, or be- 
cause of custom or because of any ever- 
lasting friendship for them. Manu- 
facturers distribute through wholesal- 
ers because, for most products, the 
method has been found to be economic- 
ally sound. However if the whole- 
saler is to remain an important link in 
marketing he must realize that he is 
only a link in the chain, and: that the 
chain cannot be strong if his link is 
weak. 


“Electrical Contracting” Reports 
Shortage of Electricians 


“A definite shortage of skilled elec- 
tricians has developed that is much more 
widespread than any previous informa- 
tion has indicated. Even in the larger 
cities where new commercial building 
construction has not yet shown any 
great improvement, the supply of good 
mechanics is very small.” 

This is the conclusion of S. B. Wil- 
liams, editor of Electrical Contracting, 
who has recently completed a national 





survey of the labor situation among 
electrical contractors. 

“In those cities where no shortage has 
been felt so far,” Mr. Williams says, 
“the employers report very few if any 
good men available. The unemployed 
are almost entirely second grade men, 
and some are ‘cripples.’ 

“Should the improvement in con- 
struction volume continue, it is evident 
that the shortage will become acute even 
in those cities now reporting a plentiful 
supply of labor. While there has been 
some moving of men to take care of 
shortages, it is apparent that this cannot 
be depended upon for relief if there is 
any appreciable increase in new con- 
struction. 

“Because there has been no training 
of men during the past five years, helpers 
are almost non-existent. One large op- 
erator, for instance, has 80 men at work 
and but one helper. This is the real dan- 
gerous part of the whole situation, that 
there are almost no young men in train- 
ing to build up the ranks. 

“The journeymen of 1927, when build- 
ing was at its peak, were on the aver- 
age over 30 years old. Today those men 
are ten years older. In one city, for in- 
stance, it was reported that the average 
age of journeymen electricians is be- 
tween 50 and 60 years. The implica- 
tions of this situation need no explana- 
tion. 

“Moreover, the lack of helpers means 
that only men in the top wage bracket 
are employed. In one city the average 
labor cost per man-hour is 10 to 12 cents 
higher today than it was six years ago 
although the scale has not changed. The 
reason given is that all-journeymen 
crews are more costly. On the other 
hand it might be that older men are 
slower, or perhaps a bit of both.” 








[+ We Went To College. Walter H. 
Bieringer (left), vice-president of 
Plymouth Rubber Co., and Guy 
McKnight, of the company’s Dallas 
office, pose before the ivy in the 
Harvard yard. They took in the 
Tercentenary Exhibit at the Uni- 
versity, where Mr. Bieringer is an 
alumnus. 
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Net Sales Inventories Receivables Collections 
TERRITORIES Month of SEPTEMBER, Compared with 

Aug.,1936 | Sept, 1935 | Aug.,1936 | Sept.,1936 | Aug.,1936 |Sept.,1935 | Aug.,1936 | Sépt,1935 

North Atlantic +14 +32 + 7 +37 + 7 +25 - 6 +15 

Middle Western +16 +53 +15 - +60 +13 +36 -18 +20 

Southern + 2 +42 +10 +42 + 2 +32 0 +43 

Western +21 +43 +23 +51 +32 +58 -10 +22 

Pacific Coast - 5 +30 +12 +56 +1 +35 - 6 +19 

NATIONAL AVERAGE +9 +39 +12 +46 + 8 +32 - 9 +22 
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Trade Associations 





Fishback Heads NEMA 


At the annual meeting of the National 
Electrical Manufacturers Association, 
held in Cincinnati last month, F. R. 
Fishback, president of the Electric Con- 
troller & Mfg. Co. was elected to suc- 
ceed F. C. Jones as president of NEMA. 
F. W. Magin, Square D Co., and C. L. 
Pierce, Jr., Hubbard & Co., were re- 
elected as vice presidents. New vice 
presidents include Matthew Porosky, 
Gamewell Co., Walter Robbins, Gen- 
eral Cable Corp., and C. E. Swartz- 
baugh, Swartzbaugh Mfg. Co. S. L. 
Nicholson, Westinghouse Electric & 
Mfg. Co. was elected treasurer. 

More than 600 manufacturers attended 
the meeting, and reported that 1936 sales 
would exceed last year’s by about 25 per 
cent, with a further gain of around 30 
per cent predicted for 1937. 


“Electric Buffet Service Month” 
Closes Successful Campaign 


Electric Buffet Service Month, held 
during October, enabled electrical mer- 
chandisers to take advantage of a na- 
tional promotional campaign on house- 
hold appliances. The activity was spon- 
sored by Edison Electric Institute, 12 
manufacturer members of NEMA, and 
General Foods Corp. National adver- 
tising and prominent interior and win- 
dow displays were used during the 
campaign program. The month’s pro- 
motional activities were climaxed by a 
special Hallowe’en package with com- 
plete material and instructions for 
table decoration, stressing the con- 
venience of electric buffet service at 
parties. 


Kansas City Promoting 
Electrical Ordinance 


The Electric and Radio Association 
of Kansas City is now actively promot- 
ing an ordinance to restrict the sale of 
unapproved electrical appliances, cords 
or other devices. The Association’s 
Civic and Legislative Committee, A. E. 
Betters, chairman, is cooperating with 
the municipal authorities in formulating 
the proposed ordinance. 


Colorado League Receives Award 


At the recent annual convention of 
the Electric League of Colorado, held 
at Santa Fe, New Mexico, acting man- 
ager George E. Lewis and the associa- 
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tion jointly received the American 
Trade Association Executive’s award 
for “outstanding achievement in the 
electrical industry.” 


Chicago Electric Golfers 
Hold Season Finale 


On Tuesday, October 6, the curtain 
rang down on another season for the 
members of the Chicago Electric Golf 
Club. This group, which draws its 
membership from all ranks of Chicago’s 
electrical industry, staged its final out- 
ing at Cog Hill Golf & Country Club. 
About 150 members attended, to enjoy 
a round of golf and a steak dinner. 

Low gross winner for the day was 
A. Anderson of Medinah Electric Co. 
Art Wellman of Economy Fuse walked 
off with the blind bogey prize. There 
was no cause for jealousy though, for 
the committee saw to it that everyone 
there went home with a prize. 

Next season the group will be off 
to a start under the leadership of Wil- 
liam Marks of the Marks Electric Co., 
who succeeds this year’s chairman, Joe 


Kopp of General Cable. 


“Electrical Houseware Week” 
Planned for December 


As the final promotional activity 
under the 1936 Electrical Housewares 
Program, a national “Electrical House- 
ware Week” will be held December 7 
to 12. The program is under the spon- 
sorship of Edison Electric Institute and 


12 manufacturers of household ap- 
pliances, and follows up the Electrical 
Buffet Service month, which closed in 
October. Window and interior display 
contests are part of the plans to pro- 
mote electrical appliance buying during 
the holiday season. 


Kansas City Trade Show 

The Electrical Manufacturers’ Indus- 
trial Trade Show was held in Kansas 
City, Mo., at the Hotel President, on 
October 22 and 23. The exhibits in- 
cluded the most modern electrical equip- 
ment and materials used in industrial 
and commercial establishments. The 
show was under the auspices of the 
Electric and Radio Association of Kan- 
sas City. 


Chicago Maintenance Engineers 
Hold Annual Exhibit 

The fourth anual exhibit of the Elec- 
trical Maintenance Engineers, sponsored 
by the Electric Association, was held at 
the Chicago Lighting Institute October 
21 to 23. The trade show was preceded 
by the annual dinner of the maintenance 
engineers, held at the Electric Club 
October 21. 

Admission was restricted as far as 
possible to electrical and mechanical 
maintenance men, operating and pro- 
duction engineers, and others holding 
positions of authority in industrial plants 
and commercial buildings. More than 
10,000 invitations were sent out, and 
a careful registration of all persons at- 
tending made it possible to publish a 
complete list of attendance at the close 
of the exhibit. This register, which 
gave the company affiliations of each in- 
dividual, was published in bulletin form 
and copies given to all exhibitors for 
follow-up purposes. 











+ “Coats Off,” was the order of the weather man and our La Crosse, Wis. 
friends were glad to obey “instructions.” Three members of this foursome 
are with General Electric Supply Corp. at La Crosse and the “lone wolf” is 


with Northern States Power Co. 


Stock man C. T. Wolf is at the left. 


Next to him are: George H. Larson, manager; J. C. Newhouse, lighting 
engineer of Northern States and at the right, P. J. Fischer, operating 


manager. 
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C-H Bull. 4330-H8 Entrance Switch 
Popular four circuit type arranged for surface- 
ounting. 


(At Left) C-H Bull. 4330-H10 Entrance Switch 
ight branch circuit type arranged for surface mounting, with 
plate removed to illustrate the provision of individual knock- 
buts side and back for each branch circuit. 

(At Right) C-H Bull. 4330-H4 Entrance Switch 
‘our circuit type switch arranged for flush mounting. 


C-H Bull. 4330-H2 (no branch circuits) 
ith dead-front plate and pull-out removed. Note convenient 
erminal arrangement and generous wiring space. C-H pull-out 
onstruction provides lowest possible contact temperature be- 
ause switch blades are separate from fuse clips. 
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4 ie oe Cutler- Hammer service equipment. 


® Such obvious quality construction as found in the 
C:H Bulletin 4330 line is a reasonable explana- 
on of this preference. CUTLER-HAMMER, Inc., 


eee Manufacturers of Electric Control Appo- 


ow wer. 


CUTLER-HAMMER <* SERVICE SWITCHES 




















Wholesaler Activities 





Cullinan and Hessler Receive 
Graybar Service Awards 


Officials of the Graybar Electric Co. 
gave a luncheon at the Union League 
Club on October 8 in honor of George 
E. Cullinan, vice president and general 
manager and George F. Hessler assist- 
ant general sales manager. The celebra- 
tion was in recognition of the service 
records of these two officials. Mr. Cul- 
linan celebrated his 35th year of con- 
tinuous service this fall, and George F. 
Hessler, his 30th. 

The ceremony of pinning the 35-year 
service button on Mr. Cullinan was per- 
formed by Frank A. Ketcham, presidert 
of Graybar. Mr. Ketcham received his 
35-year service award last year. Mr. 
Cullinan, in turn, pinned the 30-year 
award on Mr. Hessler. 


Luebbe Transferred To Omaha 


A. H. Luebbe, formerly manager of 
supply sales for the Chicago district of 
the General Electric Supply Corp., 
has been promoted to district manager 
at Omaha, where he will have charge of 
both appliance and supply sales. C. J. 
Watson, Jr., formerly district manager 
of supply sales at St. Louis, succeeds 
Mr. Luebbe at Chicago. 

On October 13 a farewell party was 
tendered Mr. Luebbe by 64 employees 
of the General Electric Supply Corp. 
and its associated companies in the 
Chicago area. District Manager A. H. 
Kahn, acting as toastmaster, presented 
Mr. Luebbe with a watch and travelling 
bag, the gifts of his associates in the 
Chicago office of the Supply corporation. 


Moore Electric Supply Co. Now 
Stewart-Warner Distributor 


The Moore Electric Supply Co., San 
Francisco, a division of Moore Ma- 
chinery Co., has recently been awarded 
distribution on all Alemite and Stewart- 
Warner products, previously distributed 
by the Alemite Co. of California. The 
entire operation is being consolidated 
under the Moore Machinery Co., the 
division being called Stewart-Warner 
Alemite Co. of California. Places of 
business will be at 550 Fifth St., in 
San Francisco, and 16th and Sante Fe 
St., Los Angeles. 


Peerless Electrical Moves 


The Peerless Electrical Co., Minne- 
apolis, distributors for General Elec- 
tric, have moved to a new building at 
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615-617 Fourth Ave. They will occupy 
the entire structure, which is consider- 
ably larger than their former quarters 
at 242-244 Nicollet Ave. 


Wesco Moves Wichita House 

The Wichita, Kansas, office and ware- 
house of the Westinghouse Electric 
Supply Co., has moved into new quarters 
at 233 South St. and Francis Avenue. 
They were formerly located at 400 S. 
Emporia Ave. 


Changes At Graybar’s 
Milwaukee House 


Frank E. Reynolds, formerly of the 
sales force, has been made head of the 
appliance department at Graybar Elec- 
tric Co., Milwaukee. His territory is 
now covered by Leo Bryan, who has 
been transferred from the Grand Rapids 
branch. 


Russell Winfield and J. P. Styles, 
service supervisors, have also been 
transferred to new posts. Winfield 


moved from Hammond, Ind., to Mil- 
waukee, and Styles went from the brew- 
ery center to the Indiana Town. 


B. H. Parkinson Joins 
North Coast Electric 

B. H. Parkinson recently resigned 
his position as sales manager for the 
Portland Gas & Coke Co., Portland, 
Ore., to take a position as sales promo- 





tion representative in Oregon and 
Washington for the North Coast Elec- 
tric Co. Prior to his association with 
the gas industry in Portland, Mr. Park- 
inson was in the accounting department 
of Pacific Power and Light Co. 


Standard Wholesale Opens 
Branch In Glendale 


The Standard Wholesale Electric Co., 
of Los Angeles, has recently opened a 
new branch at Glendale, Cal. The 
branch -house is located at 3911 San 
Fernando Rd. 


Westinghouse Supply Adds 
To Central New York Staff 


The Central New York Division, 
Westinghouse Electric Supply Co., has 
announced that Arthur F. Uhrlandt, for- 
merly of the Niagara Hudson Power 
Co., is now manager of the lighting 
department. Emil Rasa, formerly as- 
sistant sales promotion manager of 
Wesco, New York, is now sales pro- 
motion manager for the Central New 
York Division, and Horace W. Mc- 
Dowell has been made supply sales 
manager. 


Graybar Moves Louisville House 


The Louisville branch of the Graybar 
Electric Co. moved last month from 514 
W. Main St. to 624 So. Sixth St. Larger 
warehousing and parking space, also an 
accessible loading platform are available 
at the new location, according to C. S. 
Powell, who has been manager of this 
branch since its establishment in 1929. 
Mr. Powell reports that the number of 
employees at this house has been in- 
creased 50 per cent during the past year. 








+ Father And Son direct the activities of Northern Electric Supply Co., 
Duluth. Mr. Ben Gurovitsch, at his desk, formerly operated a large con- 


tracting firm there. 


does a fine job on lamps and fixtures. 


Several years ago he went into wholesaling. He 


“Bob” has been working with his 


dad for several years and will be well prepared to “carry the ball” when 
Gurovitsch senior decides to retire. 
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+ All Set For Another Big Day. Executives and salesmen of the E. S. & E. 
Co. gather outside their Albany, N. Y. office before they start their daily 
drive for business. Despite the fact that they took over the company right 
at the start of the depression, G. W. Henzel and his associates have been 
doing an outstanding selling job on both supplies and appliances. Left to 
right: R. G. Powers, vice-president and purchasing agent; Mr. Henzel, 
president and general manager; Fred Ablett, salesman; Gene Hayes, sales- 
man; Stan Middlebrooks, service manager and Frank May, salesman. 





Wholesalers Should Promote 
Adequate Wiring 


In a symposium on the subject of ade- 
quate wiring in Electrical Contracting 
for October, the wholesaler’s viewpoint 
was presented by Frank Swayze, supply 
sales manager of the Graybar Electric 
Co. 

“Electrical wiring,” according to Mr. 
Swayze “‘is out of sight and therefore out 
of mind, and we will not get anywhere 
until we get it out in the open and 
focus the attention of the builder and 
home owner on it and its importance to 
him and her. Plumbing is out of sight, 
too, but the plumbing industry has put 
it very much in the home owner’s mind 
—so that nobody buys or builds a home 
today without asking about brass pipe, 
fittings, etc. 

We must do the same thing in the 
electrical industry—and that’s the job 
of every branch of it—manufacturers, 
contractors, central stations and whole- 
salers. Every branch should help be- 
cause every branch will be helped if 
the job is successfully done.” 


Graybar Service Awards 


John Bray, credit manager at San 
Francisco and assistant treasurer of 
Graybar, completed his 35th year of 
service in October. Other Graybar 
employees receiving recognition of con- 
tinuous service during October are: 
John C. Crupper, editing department, 
Denver, 30 years; Herbert Rader, lamp 
specialist at Philadelphia, and Herbert 
Tompkins, salesman at Richmond, 25 
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years; L. B. Westfall, sales manager at 
Columbus; Harold C. Back, service de- 
partment manager at Cincinnati, and 
Clifford M. Johnson, head of office 
service and warehouse at Boston, all 
with a 20 year record. 


Wholesaler New Member Of 
**Hole-in-One” Club 


“Bob” Scannell, manager of the 
Wehle Electric Co., Elmira, N. Y., is 
the newest member of the ancient and 
venerable order of _hole-in-oners. 
Using a spoon on the 150-yard “gully” 
hole at the Country Club, “Bob” lined 
a low one over the bank. When the 
party reached the green, the ball was 
found in the cup. This feat was well- 
witnessed, for at the time he made the 
ace, Scannell was playing as member 
of a fivesome. They all saw it. 


Central Illinois Wholesalers 
Move Into New Location 


The Central Illinois Wholesalers, 
Inc., Crosley distributors in Springfield, 
has just moved into a new building 
which has been thoroughly modernized. 
The new location affords additional 
floor display space and display windows. 


Graybar’s Cleveland House 
Holds Industrial Exhibit 


The Graybar Electric Co. held its 
second annual industrial exhibit on Oc- 
tober 7 to 9 at its Cleveland quarters. 
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dress systems, and lighting. 
lunch and refreshments were served. 


There were 45 manufacturers’ exhibits, 


including new wiring devices and sup- 


plies, motor and control and public ad- 
Buffet 


‘New Wesco Appointments 


C. M. Mackey, formerly manager of 
the Oklahoma City house, Westing- 
house Electric Supply Co., has been 
made manager of the Houston, Texas, 
branch. He replaces L. F. Philo. 

L. E. Schaubert has been appointed 
manager of the Oklahoma City branch, 
succeeding Mr. Mackey. 


Kansas City Graybar 
Takes On Grunow 


The Grunow line of radios is now 
being distributed in the Kansas City 
territory by the Graybar Electric Co., 
according to a recent announcement. 


Hawaiian Wholesaler Conducts 
Lighting Institute 


W. A. Ramsay, Ltd., of Honolulu, 
recently conducted the first lighting 
demonstration and display to be held in 
Hawaii. - At their Honolulu office, 
demonstration material covering all 
phases of modern illumination engineer- 
ing practice was set up. Graphic tech- 
nical data were also presented, and 
parts of the display were moved about 
in an educational tour. It is estimated 
that 1000 people saw the exhibits. 


Illinois Wholesaler 
Holds Trade Show 


Morehouse & Wells Co., Decatur, II1., 
held an electrical and industrial show 
last month at the Orlando Hotel, De- 
catur. Over 60 manufacturers were 


represented. 
2 


Wesco Changes Address 
In Binghamton 


The Binghamton, N. Y., branch of 
Westinghouse Electric Supply Co., 
formerly located at 48 Wall St., has 


moved into new quarters at 87 Chen- 


ango St. 
« 


Crosley Distributor Expands 


The Frankelite Co., Crosley distrib- 
utor for the past six years in Cleveland, 
has opened a branch in Akron. The 
Akron office will be in charge of Carl 
Cromer. A warehouse and service de- 
partment, carrying a complete line, will 
be established. 
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Obituary 


Franklin Overbagh 


Franklin Overbagh, former secretary 
of the Electrical Supply Jobbers Asso- 
ciation, passed away at the Evanston 
Hospital on October 6, after a month’s 
illness. He was in his 83rd year. 





Franklin Overbagh 


Born in Saugerties, N. Y., in 1854 he 
started his business career as office boy 
for Jacob Vanderbilt, harbormaster of 
the Port of New York, at the age of 14. 
After several years of evening study at 
Cooper Institute, he entered the elec- 
trical field in 1878, engaging in the 
building of telephone exchanges for the 
Gold & Stock Telegraph Co. of New 
York. Later he sold generating plants 
for the Weston Electric Light Co., and, 
in 1891 was sent to Chicago by the 
United Edison Co. The following year 
he organized the Chicago General Fix- 
ture Co. 

Mr. Overbagh was one of the or- 
ganizers of both the Electrical Credit 
Association and the Electrical Supply 
Dealers Association, which later became 
the Electrical Supply Jobbers Associa- 
tion, the forerunner of the present Na- 
tional Electrical Wholesalers Associa- 
tion. He served as general secretary of 
the ESJA from 1901 to 1928. 

In 1902, Mr. Overbagh organized the 
Overbagh & Ayes Mfg. Co., makers of 
lighting equipment, and was its presi- 
dent until his death. 


Edward F. Coghlin 


Edward F. Coghlin of Worcester, 
Mass., 55, died at his home there after 
a brief illness. He was a member of 
the electrical industry for many years, 
beginning by working for his brother 
in the Coghlin’ Electric Co. in 
Worcester. In 1919 he sponsored the 
Coghlin-Wilson Electric Co., but after 
a few years sold out and went to Bos- 
ton. He joined forces with Roger Pet- 
tingill to form the R. V. Pettingill Co., 
wholesalers of electrical supplies. Later 
he left this company to travel for a 
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while as a manufacturer’s representa- 
tive, and at the time of his death, he 
was sales representative for the Auto- 
matic Radio Co. of Boston. 


Harry B. Kirkland 


Harry B. Kirkland, actively connected 
with the electrical manufacturing indus- 
try for over 40 years, passed away Oc- 
tober 10 at the Lenox Hill Hospital, 
New York City. Mr. Kirkland became 
prominent in the electrical field about 


1895, as general commercial repre- 
sentative for the American Circular 
Loom Co. Later he became associated 


with the National Metal Molding Co., 
subsequently joining the American Con- 
duit Co., which later became the Wire- 
mold Co. His next connection was with 
the Sprague Electric Works, which 
later became part of the General Elec- 
tric Co. Mr. Kirkland again became 
associated with Wiremold as vice-presi- 
dent and sales manager after D. Hayes 
Murphy became president of that 
company. 

Atter the formation of the Society 
for Electrical Development, Mr. Kirk- 
land resigned from Wiremold to head 
the Society’s department for uniform 
legislation. For a period of 10 years, 
he devoted his efforts to the furthering 
of electrical ordinances throughout the 
country. In 1931 this activity was taken 
over by the National Electrical Manu- 
facturers Association and was _ con- 
tinued under Mr. Kirkland’s leadership. 

Last year, because of failing health, 





Harry B. Kirkland 


Mr. Kirkland resigned this position and 
became assistant to the managing di- 
rector of NEMA, acting in a consult- 
ing capacity until a few months ago 
when, on acount of his health, he was 
compelled to give up all business con- 
nections. 


John T. Smith 


John T. Smith, president of the Pilot 
Radio Supply House, Vancouver, B. C., 


_industry for a number of years. 





was fatally injured in an automobile 
accident September 24. 

Mr. Smith had been in the electrical 
Previ- 
ous to entering the business of whole- 
sale radio distribution he had been con- 
nected with the wholesale drug trade. 


Guide Books to Federal 
Purchasing Available 


Guide books for American business 
firms and individuals desiring to par- 
ticipate in the large market for products 
purchased by the various branches of 
the Federal government have been 
made available by both the Machinery 
and Forest Products Divisions of the 
Bureau of Foreign and Domestic Com- 
merce. The publications offer sugges- 
tive leads and shortcuts for contractors 
interested in obtaining government 
business and for prospective bidders on 
products "for government use. Federal 
purchasing offices, including offices lo- 
cated outside of Washington, are 
listed in the publications. A section on 
Federal purchasing procedure together 
with concise instructions concerning 
the proper methods of soliciting in- 
quiries and submitting bids is included. 

Copies of either report may be had 
at five cents each from the Bureau of 
Foreign & Domestic Commerce, Wash- 
ington, D. C. 

. 


More Electrical Shipments 
By Air Express 


Approximately 700 shipments of 
electrical supplies and equipment were 
recently flown during a single month, 
and the number of these is rapidly ris- 
ing, according to a report by Air Ex- 


press Division of Railway Express 
Agency. Such electrical shipments 
comprise special switches and other 


parts urgently needed for repair jobs, 
while many samples of electrical articles 
are flown to salesmen away from their 
factories. The large utility companies, 
the report reveals, are consistent users 
of air express, since speed-delivery of 
parts prevents service interruption and 
its consequent losses. 


Interior Wiring Handbook 
Announced For January 


Printed copies of the Handbook of - 
Interior Wiring Design, now in prep- 
aration by a joint industry committee, 
should be available for distribution dur- 
ing January, according to E. A. Brande, 
committee chairman. 

Cooperating associations have already 
made definite commitments for a total 
of 7,000 copies of the handbook which 
is designed for general use in the elec- 
tric industry as well as the architectural 
profession and building trades. 
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The mack of Reliability 


Hazard Performite Safecote is made by the Hazard Insulated Wire 





Works (38 years of experience) a division of The Okonite Co. 


The mark of Confidence 


Hazard Performite Safecote is built to Safecote standards — a flame 

















retarding, moisture resistant braid covering that inspires Confidence. 


> The mack of Long Life 


Performite is a higher type of insulation with a super-performance 











SEPENDABILITY 








in aging tests. It is a tougher and stronger insulation with longer life. 


HAZARD PERFORMITE 
SAFECOTE BUILDING WIRE 


provides all of the qualities that give long-lived, fire and mois- 





ture resistant building wire. It will last as long as the building 
itself. The Government has adopted this super-aging insulation 
for Federal buildings and other purposes. It is standard for fire 


alarm, police signal and traffic control cable. Where it is essen- 





tial to have the best, there you will find Hazard Performite 


Safecote Building Wires. 


HAZARD INSULATED WIRE WORKS 


Division of The Okonite Company 
WORKS: WILKES-BARRE, PA. 


Offices: 


Sales 
New York Chicago Philadelphia 
Atlanta Seattle Dallas 





Pittsburgh Buffalo Boston Detroit 
SanFrancisco LosAngeles Washington 
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Man’s strife for leadership often leads to imitation—his 
struggle for success frequently ends in substitution. Great- 
ness has ever had many imitators—excellence many sub- 
stitutes. | 

The great man never lived whose rivals did not claim 
equal greatness. No product truly great was ever without 
its “just-as-goods.” 
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SAFECOTE LABORATORIES ARE AT YOUR DISPOSAL 
SAFECOTE PERFORMANCE SPECIFICATIONS UPON REQUEST 


GEORGE C. RICHARDS, LICENSOR'S AGENT 
155 EAST 44th STREET, NEW YORK CITY 
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New Cutler-Hammer Plant 
At San Francisco 


Cutler-Hammer, Inc., manufacturers 
of electric control apparatus, Milwau- 
kee, Wis., have announced the exten- 
sion of their manufacturing facilities 
to the west coast. A new plant, at 970 
Folsom St., San Francisco, Cal., began 
operation last month. Special control 
constructions, dead front switchboards, 
fuse cabinets and panelettes, panel 
boards, transformer cabinets and wir- 
ing troughs are being manufactured in 
the new plant, under the direction of 
R. R. Crooke. 

Completely equipped with new ma- 
chinery, this is the most modern switch- 
board plant on the Coast, according to 
F. H. Oberschmidt, manager of Cutler- 
Hammer’s Pacific district. 

* 


Burgess Battery Co. Buys 
Out Thordarson Electric 


Burgess Battery Co., Chicago, has 
bought a controlling interest in the 
Thordarson Electric Mfg. Co., Chi- 
cago. The Thordarson Co. will continue 
the manufacture of transformers for 
the radio and neon sign industry. Ches- 
ter H. Thordarson, founder of the com- 
pany, is president of the new organiz‘- 
tion, and Jackson Burgess is vice- 
president. : 


o 
Appliance Manufacturers Merge 


The Bersted Mfg. Co., heating device 
manufacturers of Fostoria, Ohio, have 
acquired the interests of the United 


+#An Enthusiastic Sales Meeting. 
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Forty representatives 
from the headquarters, sales, engineering and manufacturing 
staffs of Cutler-Hammer, Inc., gathered for a five-day sales 
conference at the New York factory recently. F. U. Webster, 
manager of merchandising sales, presided over the meeting. 
G. S. Crane, vice-president in charge of sales, was the prin- 


Electrical Mfg. Co., of Adrian, Mich. 
The Adrian plant, which has manufac- 
tured Eskimo fans and motor driven 
appliances, has been moved to Fostoria 
where a complete line of motor driven 
appliances and an improved line of elec- 
tric fans will be manufactured, in addi- 
tion to heating devices. 


New Company Takes Over 
Manufacture of Dover Irons 


The Dover Mfg. Co., Dover, Ohio, 
manufacturers of electric irons, has 
been taken over by the Dover Appli- 
ance Co. There is no corporate con- 
nection between the new and the old 
companies. 

The Dover Appliance Co. will con- 
tinue manufacturing, selling and serv- 
icing Dover products. In general, the 
same trade policies will be continued. 
There are no changes in catalog num- 
bers, standard products, or prices. Cur- 
rent model guarantees, services, etc. will 
be continued. 

The field organization, except for a 
few minor changes, will continue. Nor- 
man D. Vea is general manager of the 
new company. 


W. L. Brandel Returns 
To Curtis Sales Force 


W. L. Brandel has returned to the 
lighting industry as a member of the 
national sales force of Curtis Lighting, 
Inc., Chicago. He has been placed in 
charge of X-ray reflector and flood- 
lighting equipment sales. Mr. Brandel 
has had 15 years’ experience with the 





Incandescent Lamp Dept. of the Gen- 
eral Electric Co. 

During the past few years he has 
been away from the electrical trade, act- 
ing as general sales manager of Diri- 
gold Corp., and as sales manager of 
Air Control Systems, Inc. 


Monowatt Electric Corporation 
Moves To Providence 


The Monowatt Electric Corp., a sub- 
sidiary of the General Electric Co., lo- 
cated at Bridgeport, Conn., has moved 
to Providence, R. I. The company is 
occupying the factory buildings for- 
merly used by the old D & W Fuse 
Co., on Hathaway St. The plant, which 
has been completely modernized, will 
manufacture decorative lighting equip- 
ment and similar varied products. 


Lang Heads Advertising 
For General Electric 


With the consolidation of the adver- 
tising sections of the appliance and 
merchandise department of the General 
Electric Co. located at Bridgeport and 
Cleveland, vice-presidents C. E. Wil- 
son and E. O. Shreve have announced 
that Chester H. Lang, manager of the 
publicity department, would be in charge 
of this division, as well as of apparatus 
and general advertising. 

Mr. Lang has been manager of the 
G.E. publicity department since Janu- 
ary, 1932, prior to which he was comp- 
troller of the budget. He is a native 
of Erie, Pa., a graduate of University 
of Michigan, and has been associated 
with General Electric since 1919. He 
is also manager of broadcasting for the 
General Electric Co., and chairman of 
the board of the Advertising Federation 
of America, having recently finished 
two years as president of the federation. 








cipal speaker. He predicted that the company’s merchandising 
sales for 1937 would be double the volume for this year. 
The safety switches, meter service equipment and standard- 
ized motor control which this division of the company mar- 
kets through electrical wholesalers was on display, with 
special emphasis on the many new developments. 
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Simpson Electric Organized 
To Make Radio Instruments 


Following the purchase of a modern 
manufacturing plant at 5216-18 West 
Kinzie St., Chicago, the Simpson Elec- 
tric Co. has announced a new line of 
radio instruments, service equipment 
and other electrical measuring devices. 
The president of the Simpson company 
is Ray R. Simpson, who was president 
of the Jewell Electrical Instrument Co. 
prior to its merger with the Weston 
Electrical Instrument. The engineering 
organization and sales organization of 
the Simpson Electric Co. is largely com- 
posed of men who were formerly as- 
sociated with Mr. Simpson in equiva- 
lent capacities when designing and 
manufacturing similar types of equip- 
ment. 

Among the new devices that are being 
built by the Simpson organization are 
the “Roto-Ranger”—a radio analyzer, 
a complete line of panel instruments, 
and an all-wave signal generator. 


Goodell Joins Birdseye 


Effective October 1, Frank Goodell, 
chairman of the board and head of the 
marketing division of Anderson, Davis, 
& Platte, Inc., advertising agency, re- 
tired from that firm to become vice- 
president in charge of sales of the 
Birdseye Electric Co. This corpora- 
tion, headed by Clarence Birdseye, of 
Frosted Foods fame, manufactures 
and sells his latest invention, Birdseye 
reflector lamps. Mr. Goodell is a di- 
rector of the Sales Executives Club of 
N. Y., and a member of the American 
Marketing Society. 


Westinghouse Holds Family 
Day At East Pittsburgh 


The Westinghouse Electric and Mfg. 
Co. recently held an “open house” for 
all comers at their East Pittsburgh 
plant, showing visitors the sights of a 
major industrial institution. This was 
the second of the Westinghouse 
“Family Days” and attracted a crowd 
of 50,000 spectators. Special exhibits 
included hobbies and handicraft of em- 
ployees, industrial equipment, lighting 
demonstrations, huge cranes and cutting 
machines. 


Sadler Joins Anchor Lite 
As General Manager 


Harry M. Sadler, for the past 18 
years associated with two of Pitts- 
burgh’s large furniture dealers, has 
been engaged by the Anchor Lite Ap- 
pliance Co., Pittsburgh, as general man- 
ager. The Anchor Lite Co. is dis- 
tributor of Crosley products. 


November 1936 — ELECTRICAL WHOLESALING 








+ Sales Conference. 


were held at the Heublein Hotel. 


Twenty Wiremold field men attended the recent 
three-days sales conference held at the company’s offices in Hartford. The 
members talked business in the morning session, lunched together at the 
Wampanoag Country Club, and devoted the afternoon to informal inspec- 
tion tours, golf or sightseeing. Dinner and the evening business sessions 


Among those attending were George 


A. Gray, San Francisco; H. C. Barnard, Los Angeles; William Reed and 
Marsh Padgett, Atlanta; Arnold H. Friend and W. W. Kingsbury, Chicago; 


H. C. Moran, Pittsburgh; E. F. MacGregor, Toronto, Canada; 


Walter S. 


Beckett, Philadelphia; Edward Rigby, Boston and George W. Sundstrom 


and W. J. Canada, New York. 





Leeds & Northrup Opens 
New England Office 


A New England office, staffed for 
consulting and sales engineering service 
to those having problems of instrumen- 
tation in manufacturing processes, 
laboratories, power plants or educa- 
tional institutions, has been opened re- 
cently in Boston by Leeds & Northrup 
Co. Their complete line of measuring, 
recording and controlling instruments, 
as well as their electric heat-treating 
furnaces, will be handled through this 
office, located at 422 Chamber of Com- 
merce Bldg., 80 Federal St., Boston, 
Mass. 

. 


Van Cleef Bros. Builds 
Addition To Plant 


Ground was recently broken for an 
addition of 20,000 sq.ft. to the plant of 
Van Cleef Bros., Chicago. Their new 
addition will include a large boiler room 
and improved facilities for the comfort 
of workers, such as rest rooms, locker 
rooms and showers. New machinery 
will be installed to increase and facili- 
tate the manufacture of their products. 


Distribution Plans Announced 
For Kelvinator Washers 


Distribution of the new Kelvinator 
washing machines and ironers will be 
started the first of the new year, ac- 
cording to an announcement by V. J. 
McIntyre, sales manager of Kelvinator’s 
laundry equipment division. Plans are 
now complete for distribution through 
the company’s regular distribution chan- 





nels, Mr. McIntyre stated, and an ag- 
gressive campaign on a national scale 
will be placed behind these new products. 

The new line is being manufactured 
in a new plant at Alliance, Ohio. 


R. M. Coburn New Sales Head 
Of National Union Radio 


R. M. Coburn has been appointed 
general sales manager of National 
Union Radio Corp. of New York. He 
has been associated with the company 
for several years, serving as sales statis- 
tician, office manager, and assistant 
sales manager. In former positions, he 
was district manager for Kolster Radio 
Corp., and sales manager for Ware 
Radio Co. 


Standard Fuse Panel 
Changes Name 


The Standard Fuse Panel Co., Brook- 
Ivn, N. Y. has changed its name to 
Standard Switchboard Co. The com- 
pany manufactures panelboards, switch- 
boards and similar equipment. 


Carrier Corp. Liquidates 
Three Subsidiaries 


Carrier Corp. announces the liquida- 
tion of three former subsidiaries, Car- 
rier Engineering Corp., Carrier- 
Brunswick International, Inc. and Car- 
rier Engineering Corp. of California. 
This move has been made in order to 
effect a simple corporate structure. All 
business formerly conducted under the 
name of the above subsidiaries will be 
done directly by Carrier Corp. 
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+ Contestants for Honors in the softball tournament sponsored by the 
New York Daily Mirror, the Marks Products Snapit Team played in the 


finals, but had to relinquish the cup to the MacCabee Stars. 


The Marks 


Products team included Messrs. Caliendo, Troy, Mastro, Kells, Pecora, 
Brink, Sepillado, Kalos, Landerman and Deutciano. 





Wodack Electric Tool 
Opens British Branch 


Arrangements have been completed 
for the manufacture of Wodack por- 
table electric tools in England, by the 
Climax Rock Drill & Engineering 
Works, Ltd., London. Distribution of 
the tools by the Climax sales force will 
cover Great Britain and the British 
dominions, with the exception of 
‘Canada. 

. 


New Distributors For 
Proctor & Sehwartz 


R. H. McMann, Inc., distributors of 
radios and electrical equipment, 12 War- 
ren St., New York City, has been ap- 
pointed by the Proctor & Schwartz 
Electric Co. of Philadelphia, to handle 
their line of electric appliances in the 
metropolitan area. 


Boland Resigns From 
Hygrade-Sylvania 


Robert S. Boland, who has been with 
the Hygrade-Sylvania Corp., Salem, 
Mass., for 12 years, and chief engineer 
of the lamp division for about 10 years, 
has resigned to enter other fields of 
activity. 

© 


Hubbard Appoints Arntzen 


Norman V. Arntzen has been ap- 
pointed sales engineer northwestern 
district, according to an announcement 
from Hubbard & Co.’s, Oakland, Cal., 
office. Mr. Arntzen has been connected 
with the company since 1926, serving 
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in the service, production and sales de- 
partments. He was formerly connected 
with the University of California’s re- 
search staff. 


Automatic Washer Adds 
Distributors 


The Automatic Washer Co. an- 
nounces the appointment of Kimball 
Upson Co., 1030 K St., Sacramento, 
Cal., as distributors for their washers 
and ironers in northern California. 








+ “Brass Hats” On A _ Holiday. 
Darwin Curtis (left) president, and 
Kenneth Curtis, chairman of the 
board, Curtis Lighting, Inc., Chi- 
cago, pause between rounds at the 
Darwin Curtis Field Day Golf event. 
The field day is a yearly institution 
and was held this year at the Glen 
Oak Country Club in Glen Oak, II. 


In the New England states, Wood 
Alexander & Co., 555 Asylum St., 
Hartford, Conn., have been made dis- 
tributors for the Automatic products. 


General Electric Purchases 
Arizona Tungsten Mine 


General Electric Co. announces the 
purchase of a tungsten mine located 
near Tucson, Ariz. The ore obtained 
will be used by. the “¢ompany’s incan- 
descent lamp departmerit, to produce 
drawn tungsten wire and filaments. Ore 
from this mine, according to Nela 
Park officials, is of even greater purity 
than that which had been obtained from 
China. 


Westinghouse Electric Mfg. 
Promotes Bucher 


George H. Bucher, vice-president, 
Westinghouse Elec. Mfg. Co., has just 
been appointed executive vice-president, 
and is moving from the New York 
office to East Pittsburgh. 


Horton Announces Two 
Distributor Appointments 


The Horton Mfg. Co., Fort Wayne, 
Ind., manufacturers of washers and 
ironers, announce the appointment of 
two new distributors, the Electrical 
Specialties Co., Detroit, Mich., and Fey 
& Krause, Inc., Los Angeles, Cal. 


New Distributors Appointed 
By Standard Electric Stove 


The Standard Electric Stove Co. has 
appointed F. J. Klousner of Meadville, 
Pa., district representative for north- 
western Pennsylvania and southwestern 
New York. 

New distributors recently appointed 
include the Northwestern Radio, Inc., 
Hartford, Conn., Charles E. Hayes Co., 
Springfield, Mass., and the Griffith Dis- 
tributing Corp., Indianapolis. 


Death of Mrs. Fred Skeel 


Friends and acquaintances of Fred F. 
Skeel, executive vice-president of 
Crouse-Hinds Co. and manager of the 
Chicago office, have been grieved to 
learn of the death of his wife on Mon- 
day, September 14, at their home in 
Kenilworth, IIll., after an illness of sev- 
eral months. Mrs. Skeel is survived by 
her husband, a daughter, Mrs. J. H. 
Pemberton, of Tucson, Ariz., three sis- 
ters, Mrs. Fred S. Simmons, of Kenil- 
worth, Mrs. Raymond Simmons, of 
Wilmette, Ill., and Mrs. W. R. John- 
son of Syracuse, and a brother, Lynford 
Wells, also of Syracuse. Funeral was 
held at the Skeel home in Kenilworth. 
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A QUICK TUG... 
and the paper “5 Oth 














HAZARD 


ARMORED CABLE 
SAFE and CONVENIENT 


SAFE because of the high quality of the HAZACODE rubber 
insulated conductors; the moisture resisting, flame-retarding 
finish of the braids; and the moisture and flame-proof wrap- 
ping enclosing the conductors. 


CONVENIENT because the quick strip feature saves time for 
the wireman. One tug and the paper is off! And the rubber 
insulation strips easily, leaving the conductor clean and bright. 


Your request will bring samples and literature. 


HAZARD INSULATED WIRE WORKS 


Division of the Okonite Company 
WORKS: WILKES-BARRE, PA. 


Sales Offices: 
New York Chicago Philadelphia Pittsburgh Buffalo Boston Detroit 
Atlanta Seattle Dallas Washington San Francisco _Los Angeles 
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A Section Devoted 





Five Tube Radio 


Designed for use by individual mem- 
bers of the household, these five-tube 
table model radios are styled to fit in 
with the interior decoration scheme of 
any room. Five styles include walnut- 
finish, white and gold, red and gold, 
black and gold and two-tone walnut. All 
models have five metal tubes; two bands, 
540-1800 and 1800-4000 kilocycles, sta- 
bilized dynamic speaker, tone control, 
vernier tuning, sliding tuning scale, power 
line noise filter and three watt output. List 
from $22.50 to $24.95. General Electric 
Co., Schenectady, N. Y.—Electrical 
Wholesaling, November, 1936. 


Heavy Soldering Iron 


This 700-watt electric soldering iron 
is for use on heavy jobs where high heat- 
ing efficiency is needed. Tip is of screw 
type and easily removable. 


Heating ele- 





ment hermetically sealed against cerro- 
sion by acid flux fumes and oxidation. 
Terminal accessible by unscrewing handle 
and sliding it off stem. Net weight, 54 
pounds. Tip is 1% in. diameter, of pure 
copper, tinned on the point. Overall 
length 15% in. Approved cord and cap 
provided. Vulcan Electric Co., 600 
Broad St. Lynn, Mass.—Electrical 
Wholesaling, November, 1936. 


Pocket Flashlight 


Small enough to be carried in vest 
pocket or purse, this “Snaplite” is a 
complete flashlight. Uses two No. 
cells, replaceable when exhausted. Cover 
snaps up to light. When closed, lamp is 
disconnected and will not light in pocket. 
Cases styled in four modernistic designs. 





Burgess Battery Co., Ill.— 


Freeport, 
Electrical Wholesaling, November, 1936. 
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to Manufacturers’ Descriptions of Their Products 


What's NEW 





Electric Heater 


Designed for individual rooms, these 
heaters come in any size necessary to fit 
the heating requirements of the room in 
which they are installed. Element is of 
cast aluminum construction. Each unit 
is thermostatically controlled, permitting 
regulating of heat in various rooms. Units 
are built-in, with only grille work exposed. 
Finished in chromium or any color of 





enamel. American Foundry Equipment 
Co., 555 Byrkit St., Mishawaka, Ind.— 
Electrical Wholesaling, November, 1936. 


Water Cooler 


Designed to operate in temperatures 
below freezing, these ‘freeze-proof’ 
water coolers are adaptable for industrial 
use. Coolers are insulated and equipped 





with thermostatically-controlled ‘“Corox” 
heating elements, mounted in lower part 
of cabinet. Employ dual-action cooling 
principle. Motor, condenser and compres- 
sor cooled by means of water. Manufac- 
turer claims these coolers will operate in 
temperatures as low as 20 degrees below 
zero. Motor and compressor sealed in 
air-tight steel case. Need no re-oiling. 
Five year protection guarantee. West- 
inghouse Elec. & Mfg. Co., East 
Pittsburg, Pa—Electrical Wholesaling, 
November, 1936. 





French Fryer 


Eliminating the necessity of pouring 
hot grease from pan into container, this 
automatic fryer features a three pound 
removable container as part of the cooker. 
Automatic control regulates temperature 
of fat. Heating units in sides of heater. 
Supplied with 8 ft. rubber cord. For 
use with a.c. only and for connection to 
wall or range socket. Cannot be used in 
lamp socket. Operates on 115 volts, 1600 
watts. Weight 10 pounds. Rutenber 
Electric Co., Marion, Ind.—Electrical 
Wholesaling, November, 1936. 


Battery Charging Plant 


Designed for use in cottages, camps, 
auto trailers, etc., this 6-volt battery 
charging unit provides current for radios 
and lights. Can be used to run small 
machinery. Operates 12 to 15 hours on a 
gallon of gasoline. Equipment includes a 
30 amp. ammeter, gasoline tank, muf- 
fler, battery leads and clips. Engine is 
single cylinder, air cooled. Operates at 
1800 to 1900 r.p.m. Generator is of 
powerhouse type. Charging rate con- 
trolled by speed of motor. Maximum out- 
put 200 watts. Unit is equipped with 
carrying handle. Weight 45 pounds. List, 





$57.50. D. W. Onan & Sons, 39-51 Royal- 
ston Ave., Minneapolis, Minn.—Electrical 
Wholesaling, November, 1936. 
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THAT'S ONLY NATURAL ... 


THE ARRAY OF COLORS —THE SHOCK AND VENT-PROOF TOP — THE 
CADMIUM PLATED METAL PARTS — THE FIVE UNIT COLOR-BANDED 
CARTON AND THE ATTRACTIVE SEVEN COLOR DISPLAY BOX CATCH 
THE EYE AND DRAW ATTENTION TO OTHER NEEDS ON THE COUNTER. 
FOR GREATER SALES-SELL COLORTOPS—FOR BIGGER PROFITS 


THE ONLY 
FUSE THAT 
HAS EVER 
MADE HISTORY 
AND 
BOOSTS SALES 
ALL AROUND 


’ 


READ 
THIS LETTER 


FROM A FLORIDA DEALER: 
“Since displaying Colortop 
Fuses, I have not only doubled 
my plug fuse sales, but other 
electrical needs are moving 
faster.” 


TRICO FUSE MFG. CO., DEPT. K., MILWAUKEE, WIS., U.S.A. 


In Canada—IRVING SMITH & CO., MONTREAL 


OPTO-MATIC 
OILERS 


SAVE OIL AND 
BEARINGS 


COLORTOP 
FUSES 


COLOR 
TELLS SIZE 








FUSE 
PULLERS 


NON- 
BREAKABLE 





“| RENEWABLE FUSES 


WITH 
NON-INTERCHANGEABLE 
TAMPER-PROOF 
POWDER-PACKED 
ELEMENTS 


ONE-TIME 





BUILT FOR 


DRIP-DROP 
OILERS 


SAVE OIL AND 
BEARINGS | 


FUSES 








SERVICE 





Sd > 4) ll aS On oe OR Wa © © 7 - 
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KLIPLOK 
CLAMPS 


SAVE FUSES 
AND CLIPS 
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Display Reflector 


Consisting primarily of an aluminized 
reflector, this “Catchon Downlight” has 
an open bottom fitted with a louvre per- 





mitting a large component of downward 
light. Light passes through translucent 
band at lower edge of reflector. Louvre 
hides the lamp from view. Finished in 
satin aluminum. Medium socket, 200 
watt. Lists at $5.00. The F. W. Wake- 





field Brass Co., Vermilion Ohio.—Elec- 
trical Wholesaling, November, 1936. 


Magnet Brake 


Suitable for use with steel-mill machin- 
ery, cranes, etc., this three-shoe, spring- 
set magnet brake is made with frame of 
bar and plate stock- steel, welded for 
strength. Peripheral length of brake 
lining is over 85 per cent of wheel 
periphery. Brake shoes are self-aligning. 
Braking in either direction of rotation is 
equal. Mechanism uses clapper-type mag- 








net. All adjustments are accessible from | 
top of brake. General Electric Co., Sche- 
nectady, N. Y.—Electrical Wholesaling. 
November, 1936. | 


Coil Winding Head 


Capable of winding single-phase motor 
coils in gangs or groups up to six in a 








this new 
head saves cost of making wood forms. 


nest, concentric coil winding 
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Nests of coils of varied sizes and shapes 
can be connected in series, and removed 
at once for insertion in stator without 
soldering. After winding, head is col- 
lapsed to permit removal of coils. Ad- 
justable for length and width of coil. 
Unit has base with scale on side and 
flange for mounting coil winder head on 
drive. Can be used to service motors of 
refrigerators, washers, oil burners and 
similar appliances. Ideal Commutator 
Dresser Co., 1047 Park Ave., Sycamore, 
——— Wholesaling, November, 


Radio Analyzer 


Developed to do away with multiple 
scale calculations, this new device fea- 
tures a roto-dial mechanism. Selector 
knob switches the circuit and dial simul- 
taneously. Manufacturer claims that this 


use of independent scales eliminates error 
in reading, the necessity for multiplying 
or dividing in making the readings, and 
relationship 


observing metric in cali- 





brating. Permits readings fine enough to 
detect improper soldering on low-resist- 
ance circuits. Adapted for measurement 
of current, voltage and resistance. Sup- 
plied with 9 ft. conductor cord and plug, 
set of adapters, test prods. Simpson 
Electric Co., 5216 W. Kinzie St., Chicago, 
Ill—Electrical Wholesaling, November, 
1936. 


Direct-Indirect Reflector 


Capable of directing light upward or 
downward, this reflector has an open 





bottom. Units made of 18 gauge spun 
aluminum. Interior of reflector etched 
aluminum. Special fitting on stem for 


raising and lowering lamp. Self-level- 
ing swivel connection on stem. Finished 
in satin aluminum, ivory, rose, green, 
black, and chinese red combined with 
chromium. Parco Lighting Equipment 
Co., 12 Waverly Pl., New York City.— 
Electrical Wholesaling, November, 1936. 








Auxiliary Fixture 


Designed as an added light source 
this “Boxlite” can be placed on high 
counters and shelves. Equipped with 





mogul socket to accommodate as much 
as 500 watts. Can be installed without 
additional wiring expense. Cord set 8 
ft. long*included with each unit. Can 
be painted to harmonize with interior 
of store. Weight 9 pounds. Lists at 
$10.00. The F. W. Wakefield Brass Co., 
Vermilion, Ohio.—Electrical Wholesaling, 
November, 1936. 


Christmas Tree Ornaments 


Designed to fit over ordinary tree-light- 
ing sets, these “Frostee Sno-Balls” are 
made from patented synthetic snow. 
Resemble real snow balls in day. When 
lighted, they take on the color of the 
lamp underneath. Slip over all standard 
electric tree lights, including C-6 and 
C-74. Packed in sets of eight. Frostee Sno 





Ball Co., 1740 No. Kolmar Ave., Chicago, 
lll.—Electrical Wholesaling, November. 
1936. 


Portable Lamp Guards 


For increasing safety and convenience, 
this new line of portable lamo guards, has 





No 
splicing or soldering necessary to connect 


all-rubber handles and two hooks. 


wires. Pliable molded rubber socket sec- 
tion vulcanized to molded rubber hook. 
Can be hung over pipe, cables, or slipped 
into cracks. Approved by Underwriters’ 
Laboratories. McGill Mfg. Co., Val- 
paraiso, Ind.—Electrical Wholesaling, 
November, 1936. 
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@ You'll find the advantages of Teletalk W 


so pronounced in your own organization 

that its usefulness in any business becomes 
apparent. The sales possibilities in every 
community for this simple intercommunica- 
tion system are so apparent that you'll sell it 
to every dealer on your list. 

Any dealer can sell Teletalk merely by 
demonstration. Its benefits are so evident, its 
operation proves so convincing and its price 
is so reasonable, that Teletalk practically 
sells itself. 

Though priced within the reach of the 
small business and professional man and 
giving an attractive profit, Teletalk is built to 


precise Webster Electric Standards of quality. 
It is not only attractive but surprisingly simple 
to install and to operate. It is a completely 
self-contained instrument, with no extra 
units, no separate microphone. As many 
as six stations may be operated on a single 
system. 

Make the first move to profit with Teletalk 
—write today for complete information and 
prices; then, try it in your own office. After 
using it, you'll need no urging to follow 
through—to stock it, to sell it to all your 
dealers. Address Webster Electric Company, 
Racine, Wisconsin. Export Department, 100 
Varick Street, New York City. 


Webster Electric Sound Systems are licensed by agreement with Electrical Research Products, Inc., under ] 
patents owned by Western Electric Company, Inc. and American Telephone and Telegraph Company 


WEBSTER ELECTRIC 


SOUND EQUIPMENT 


November 1936 — ELECTRICAL WHOLESALING 








41 















In the highly competitive electrical supply field, 
buyers must be constantly ontheir guard against the 
thousands of unadvertised brands and shoddy prod- 
ucts which are daily urged upon them by unknown 
and unreliable sources. This merchandise is offered 
as something just-as-good at a bargain price, or as a 
new product much better than the old, simpler to 
make and therefore cheaper. Perhaps it is, but can 
you afford to buy it to find out? If you do not find 
out about it until a dissatisfied customer brings it 
back, it is too late. You have damaged your most 
valuable asset - your reputation. 

When a Porcelain Products representative calls 
on you, he is prepared to answer your questions 
about his merchandise, to prove it’s quality. When 
his company announces a new development or pro- 
duces a new item, he has confidence in offering it 
to you. You may feel the same confidence in buying 
From him. 








Build Your Reputation On 


Confidence 
“Specify Porcelain Products” 





PORCELAIN PRODUCTS, INC. 
Parkersburg, West Virginia 


Makers of: service wireholdets, secondary racks, house brackets, insulated clevises, guy 
strain insulators, porcelain spools, nail-knobs, cleats, radio and neon insulators, suspen- 


sion and pintype insulators. 





Industrial Reflector 


Designed to direct the light rays into a 
converging beam, these reflectors bring 
the light to a focus 15 in. ahead of the 









































shield. Uniform light reduces glare. 
Reflector of spun “Alzak” aluminum. 
Supporting arm with bail and socket 
joints permits focussing of light at any 
angle. Light cord carried inside arm. 
Switch located in handle grip on the 
reflector. Fostoria Pressed Steel Corp., 
Fostoria, Ohio.—Electrical Wholesaling, 
November, 1936. 


Air Circuit Breaker 


Adapted to industrial station and auxil- 
iary service, this air circuit breaker is 
for use where many opening and closing 
operations are necessary. Has 20,00) 
ampere interrupting rating. Operates on 
circuits of 250 volts, d.c. and 600 volts 
a.c., at 15 to 600 amperes. Has pull box 
for mounting on wall or behind panel. 
Main contacts silver-to-silver. Arcing 
contacts of special alloy. Available in 
double and triple pole units. Selective 
overload feature differentiates between 
overload and short circuit. Mechanism 
electrically operated, trip-free and latched- 








in with a solenoid suitable for either a.c. 
or d.c. Completely enclosed. General Elec- 
tric Co., Schenectady, N. Y.—Electrical 
Wholesaling, November, 1936. 


Panelboards 


Practical for heavy duty feeder and 
power distribution, these panelboards are 
intended for applications where  con- 
tinuous production is essential. Consist 
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SHE ISN'T AN ENGINEER 


BUT SHE KNOWS 
HIGH QUALITY 








LET G-E MOTORS HELP YOU SELL APPLIANCES 


HE may not know how household electric appliances 
work, but she does know that she wants those that are 
dependable, that have long life, and that require little or no 
maintenance. Today, Mrs. America is looking for indi- 
cations of high quality in such appliances to assure her 
that she will get her money’s worth. 


She knows General Electric’s high standards of quality, 
and the G-E monogram on a motor assures her that the 
motor she is getting is dependable and care-free. That’s 
why G-E motors WILL HELP YOU SELL—why they will 
give the appliances you sell a stronger sales appeal. 





General Electric Company, Dept. 6C-201, Schenectady, 





070-133 


GENERAL @ ELECTRIC 
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GALVAKOTE 
ENAMELKOTE 
ELECTRICTUBE 
































HOTKOTE 


You're taking no chances on 
this line of conduit—it is a sure 


winner. 


Contractors everywhere are 
turning to Enamelkote, 
mkoha aha: 
Electrictube. 


dependable because it is uni- 


Galvakote and 


They know it's 


formly made — because it 
bends easily without kinking 
or buckling—because it cuts 
easily and because wires pull 


easier, 


Get in on a sure thing—stock 
this line and you'll profit. A 


line to us will bring a sample. 


Electrictube has our new quick 
drying enamel on the inside 
that adheres to the pipe 
and makes wire pulling much 
easier than ordinary enameled 


conduit/ 


CLAYTON MARK 


& CO. 


OPERA BUILDING 
| ihe \Veremiae 





amble 





of a number of individual enclosed sec- 
tions, with separate dead front circuits. 
Can be thrown in “on” or “off” position 
by new sliding action. Switching con- 
tacts are U-shaped, double break, self- 
aligning. Manufacturer claims “Swing- 





Wa” panelboards provide low watt loss 
from pressure contact. Trumbull Electric 
Mfg. Co., Plainville, Conn. —Electrical 
Wholesaling, November, 1936. 


Lightweight Instruments 


Small enough to be held in the palm, 
this new line of voltmeters, ammeters 
and milliammeters have an accuracy of 
one per cent of full scale value. Incor- 
porate new type of element with higher 
torque. Magnetic damping, ‘Permaloy” 
moving vane, knife-edge pointers and 
mirror scale for accurate reading. Black 





textolite case. Over-all dimensions of 
standard unit, 54 in. by 34 in. by 2 in. 
Weight, 12 oz. General Electric Co., 
Schenectady, N. Y.—Electrical Whole- 
saling, November, 1936. 


Door Chimes 


Designed to replace the old style door 
bell, these chimes are made of bronze 
tubing. Come in three models, double and 
single tube, with either chromium or lac- 
quered finish. May be connected to ring 
with chime note for front door and 
single note for rear entrance. Complete 
with special transformer. J. Thos. Rham- 
stine, 308 Beaubien St., Detroit, Mich— 
Electrical Wholesaling, November, 1936. 
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Get the NICKEL 
and DIME business 


@ You can definitely step-up your tape 
sales by selling the No. 1 and No. 2 sizes. 
Other jobbers who never handled any- 


“thing but the No. 8 rolls have done it... 


profitably . . . with the Junior DUTCH 
BRAND Friction Tape Dispenser. 


The nickel and dime tape sales represent 


big volume. Just get started and you'll be 
surprised how much of this business is 
handled by the independent store owner. 


If you want to know how simple it is to 


get these little counter profit makers, 


write us now. 


VANCLEEF BROS. 33: 


Manufacturers 





Woodlawn Ave., 77th to 78th Sts., Chicago, U.S.A. 


DUTCH BRAND : 
STANDARD PACKAGES Rubber Insulating Tape 


Fuses in- 


The Nos.8,4, stantly with- 
2and lsizes out heat. 
@ areallavail- Molds into 


able inthe one soli 
wellknown t 
orangeand —,- ithou 
blue individ- ites ot 
ual and dis- cause it con- 
playcartons tains more 
and metal live,new 
counter dis- rubber. Ap- 
pensers for roved by 
Petail sale. nderwriters Laboratories. 


DUTCH BRAND 





Frictton Jape. 


EXCEEDS THE QUALITY SPECIFICATIONS OF THE A. S. T. m 
































WEATHERPROOF ‘SOCKETS 


Designed for Holiday lighting, outdoor decorative Left to right above: — All-rubber (unbreakable), 
and streamer work; also commercial and industrial uses No. 1500; Bakelite, No. 43310-B; Composition, No. 
under damp atmospheric conditions. Will withstand tem- 60666; Porcelain, No. 9366; Pin Type of Bakelite, No. 
perature changes and rough handling; have wire leads and 43308. Furnished also in intermediate, candelabra and 
shade-holder grooves excepting the Pin Type. miniature bases. . . Order now for Holiday requirements. 


a - 


HART & HEGEMAN DIVISION bo 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN. 
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You're taking no chances on 
this line of conduit—it is a sure 


winner. 


Contractors everywhere are 
Enamelkote, 
ote and 


They know it's 


turning bare 
Hotkote 
i{-Yon taton atl of-¥ 


dependable because it is uni- 


Galvak 


formly made — because it 
bends 
or buckling—because it 


and 


easily without kinking 
cuts 
wires pull 


easily because 


easier, 


Get in on 


this line 


a sure thing—stock 
and you'll profit. A 


line to us will bring a sample. 


Electrictube has our new quick 
Nak ike i: 
pipe 
pulling much 


drying enamel! on the 
that adheres to the 


and makes wire 





easier than ordinary enameled 


conduit. 


CLAYTON MARK 
& CO. 


OPERA BUILDING 
a ite Veremias 





of a number of individual enclosed sec- 
tions, with separate dead front circuits. 
Can be thrown in “on” or “off” position 
by new sliding action. Switching con- 
tacts are U-shaped, double break, self- 
aligning. Manufacturer claims “Swing- 


Wa” panelboards provide low watt loss 
from pressure contact. Trumbull Electric 
Mfg. Co., Plainville, Conn. —Electrical 
Wholesaling, November, 1936. 


Lightweight Instruments 


Small enough to be held in the palm, 
this new line of voltmeters, ammeters 
and milliammeters have an accuracy of 
one per cent of full scale value. Incor- 
porate new type of element with higher 
torque. Magnetic damping, “Permaloy” 
moving vane, knife-edge pointers and 
mirror scale for accurate reading. Black 





Over-all 
54 in. by 34 in. by 2 in. 


textolite case. dimensions of 


standard unit, 


Weight, 12 oz. General Electric Co., 
Schenectady, N. Y.—Electrical Whole- 
saling, November, 1936. 


Door Chimes 


Designed to replace the old style door 
bell, these chimes are made of bronze 
tubing. Come in three models, double and 
single tube, with either chromium or lac- 
quered finish. May be connected to ring 
with chime note for front door and 
single note for rear entrance. Complete 
with special transformer. J. Thos. Rham- 
stine, 308 Beaubien St., Detroit, Mich— 
Electrical Wholesaling, November, 1936. 


“thing but the No. 8 rolls have done it... 
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Get the NICKEL 


* 
and DIME business 
@ You can definitely step-up your tape 


sales by selling the No. 1 and No. 2 sizes. 
Other jobbers who never handled any- 




























profitably . . . with the Junior DUTCH 
BRAND Friction Tape Dispenser. 


The nickel and dime tape sales represent 
big volume. Just get started and you'll be 
surprised how much of this business is 
handled by the independent store owner. 


If you want to know how simple it is to 
get these little counter profit makers, 
write us now. 


VANCLEEF BROS. 


Manufacturers 
Woodlawn Ave., 77th to 78th Sts., Chicago, U.S.A. 


DUTCH BRAND — 
STANDARD PACKAGES Rubber Insulating Tape 
The Nos.8,4, 


Fuses in- 
> stantly with- 
2and lsizes out heat. 

@ are all avail- i 
able in the 
wellknown 
orange and 
blue individ- 
ual and dis- 
playcartons 


Est. 
1910 








cause it con- 
tains more 





and metal ltive,new 
counter dis- rubber. Ap- 
pensers for roved by 
Fetail sale. nderwriters Laboratories. 







DUTCH BRAND 








Frictton Vape. 


EXCEEDS THE QUALITY SPECIFICATIONS OF THE A. S. 1. ™ 


wh 


Bees 7 haa | 
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WEATHERPROOF SOCKETS 


Designed for Holiday lighting, outdoor decorative 


Left to right above: — All-rubber (unbreakable), 
and streamer work; also commercial and industrial uses No. 1500; Bakelite, No. 43310-B; Composition, No. 
under damp atmospheric conditions. Will withstand tem- 60666; Porcelain, No. 9366; Pin Type of Bakelite, No. 
perature changes and rough handling; have wire leads and 43308. Furnished also in intermediate, candelabra and 
shade-holder grooves excepting the Pin Type. 


miniature bases. . . Order now for Holiday requirements. 
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10 WAYS TO TIE IN 


1 Organize electrical main- 
tenance engineering groups. 
2 Encourage your electrical 
association to sponsor indus- 
trial exhibits and meetings. 
3 Publicize in local papers, 
new or modernized instal- 
lations. 

4 Initiate industrial wiring 
surveys. 

5 Arrange for talks before 
industrial groups. 

6 Encourage safe wiring in 
conjunction with safety 
campaigns. 


7 Establish a definite plan 
to tie in with the Anaconda 
campaign or with local 
activities. 


8 Impress your employees 
with the advantages of ag- 
gressively promoting better 
industrial wiring. 


9 Select prospects carefully, 
send them literature, urge 
that wiring surveys be made. 


10 Develop methods of 
“following” industrial and 
commercial building permits. 


gre 


, 
« puta oices: * 
A 


Ey ais. Cees 
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AnaconpA 


\ 
Pat OFF 


from mine 


REGUS. 











Anaconda advertisements appear regu- 
larly in che magazines shown opposite. 
They are: Time... Business Week... Factory 
Management and Maintenance... Auto- 
motive Industries... Steel... Textile World 
... Chemical & Metallurgical Engineering 
and Coal Age. 

We aim to reach industrial leaders 
everywhere. Join in with this program. 
You'll find that these messages ‘open 
doors” for you. 


Cash in! Here’s a 
way to get more 
wiring contracts 


CORES of factories need new, modernized wir- 

ing! Everybody in the industry knows it. And 
now, Anaconda “‘talks turkey’’ to plant managers 
about it. This program ties in with NECA thinking 
about adequate wiring and its promotion. 

Shown here is one of the magazine ads in this 
campaign. Its keynote is ‘‘Stop waste!”’ It tells plant 
managers that they are letting dollars fly out of the 
window through losses due to obsolete wiring. 

The “modernization” idea is sound. It is sound 
economics because it tells the factory how to save 
money. It is sound because it promotes the efficient 
use of electricity. 

This campaign will benefit every one in the in- 
dustry who ties up with it. It is designed to “open 
doors” for you. With its help, you can better dem- 
onstrate to plant managers why it will pay them to 
modernize. You should get profitable wiring con- 
tracts as a result. Cooperate with this advertising 
On the opposite page, we suggest definite steps 
you can take. Study these suggestions carefully and 
send for our illustrated booklet. 
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Light the Way 
to New BUSINESS 


Extra Sales Punch with the Same Operating Cost has 
an irresistible appeal to merchants and display men! 
That’s why Sterling Lite-Flo Reflectors are creating sales 
—stepping up show window lighting business for the 
electrical trade. 

There’s BIG OPPORTUNITY for 
extra volume and profit in Sterling 
Front-Line Lighting NOW. Write 


for the complete story. Let us fur- 
nish modernized lighting plans that 










multiply sales appeal with 
the same current — the 
same operating cost — it’s 
the key to new business 


MT A 
ME Oran } 
- Posey ky 
BO uh faa . 
‘ CALS, Nee ot ¥; 


The Sterling Line includes com- 
plete equipment and service for 
every display lighting requirement. 


from old and new commer- 
cial customers. 


REFLECTOR & ILLUMINATING CO. 


1437 West Hubbard St. Chicago, U. S. A. 

























+ Pair Of Salesmen line up behind 
one of the ranges in Graybar’s Mil- 
waukee house. W. C. Stadler, at 
the left, covers that territory for 
Harvey Hubbell, Inc. J. T. Gibson 
calls on the trade on behalf of 
Graybar. 





Copperweld Steel Appoints 
New Field Representative 


Copperweld Steel Co., Glassport, Pa., 
announces the appointment of Leo N. 
Blago as field representative in their 
southeastern district, with headquarters 
in the Hurt Bldg., Atlanta, Ga. 


* 
New Rural Lines To 
Serve 100,000 Farms 


Additional allocations totaling nearly 
$2 million for building rural electric 
lines were announced last month by 
REA. This brings the total of such 
allocations to over $30 million which 
will finance nearly 30,000 miles of elec- 
tric lines and serve in excess of 100,000 
farms. The new grants announced last 
month include seven projects in Indi- 
ana, one in Montana, and one in 
California. 








+On The Record goes every de- 
tail of a shipment leaving the 
George H. Wahn Co. warehouse, 
Boston. Charles H. Collins, ship- 
per, knows his job and can keep 
things moving in and out at a rapid 
pace. 
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YOUR 
WINNING 





Small wonder that General Electric Mercury Lamps are building 
profits for wholesalers everywhere. No other light source is so efficient 

. customers get almost double the productive light at no increase in 
their current costs . . . a choice of all parties as a business builder. 

The lamps have a rated life of 2,000 hours. The 400-watt size burns 
vertically only, the 250-watt size is adapted for universal burning. 
Both are self-starting on either 110- or 220-volt, 60 cycle circuits with 
specially designed General Electric ballast units. 

You have approved luminaires available that assure proper dis- 
tribution of light for every service. Share in the profit-building 
potentialities of these lamps. Write for complete details. 






Order the lamps from any of the seventeen 
Sales Divisions of the Incandescent Lamp 
Department. Order your auxiliary devices 
which were designed especially for these 
lamps from the General Electric Vapor 
Lamp Company. 


GENERAL @ ELECTRIC 


General Electric Vapor Lamp Co. Incandescent Lamp Department 
891 Adams Street, Hoboken, N. J. Nela Park, Cleveland, Ohio 






November 1936 — ELECTRICAL WHOLESALING 49 


























Tell your customers that costly 
equipment and wiring demand 
SHUR-LAG protection. Tell 
them that SHUR-LAG can save 
wasted time, with machinery 
idle due to unnecessary fuse 


blowouts. Over 40 years of 
fuse development is built into 
every Shawmut fuse. Simplified 
construction — efficient design 
—permanent rigid blade align- 
ment—links of uniform  thick- 
ness. Underwriters’ Labora- 
tories Approved. 


Write for SHUR-LAG litera- 
fure, with illustrations and 
prices. 


THE CHASE-SHAWMUT CO. 


re ese 


HREWSGUR YR CORT, 
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RMA Asks Commission To 
Bar Japanese Condensers 


Tariff action against imports of cheap 
Japanese carbon resistors has been asked 
of the U. S. Tariff Commission by the 
Radio Manufacturers Association. Im- 
ported Japanese condensers sell at about 
half of the American price. RMA is 
prepared to submit detailed evidence on 
Japanese competition, data for which is 
being assembled under the direction of 
Arthur E. Moss of New York, chair- 
man, F. D. Williams, Philadelphia, and 
John E. Schunck, Lakewood, committee 
members. 


New Publication 


ControL or Execrric Motors. By 
»aisley B. Harwood, engineering super- 
visor, Cutler-Hammer, Inc., Milwaukee, 
Wis, 390 pp., 188 illustrations, 12 
tables. John Wiley & Sons, Inc., New 
York City. 1936. $4.50. This text 
book covers a most important field, since 
the selection of proper control apparatus 
is essential to the successful operation 
of every motor driven machine. The 
first chapter contains a check list of 
machine charteristics for use as a guide 
to the selection of control apparatus. 
Succeeding chapters describe briefly the 
characteristics of various types of 
motors and explain how these charac- 
teristics are used for control purposes. 
The design, construction, and operating 
characteristics of a number of control- 
lers and control devices, including elec- 
tronic devices, are discussed and meth- 
ods of combining these devices to secure 
a desired resuit are described. The 
subjects covered are of vital interest to 
the salesmen of motors and control de- 
vices, as well as to the designers of 
motor driven equipment. 








+A Front View of the remodeled 
home of the State Electric Supply, 
Ltd., wholesalers of Oakland, Cali- 
fornia. Inside, the show room has 
been enlarged and refinished. New 
offices are complete with indirect 
lighting, Venetian blinds and corked, 
sound-proof ceiling. Even the sign 
on the front of the building is brand 
new. 
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is done at the Crescent 


The machinery used in the 
manufacture of CRESCENT 
products is of the most modern 
type, much of which has been 
developed by our own engi- 
neers. Picture shows 


sulting in a control of quality not otherwise possible. 


CRESCEN?T 
INSULATED WIRE 





NEW JERSEY. 


CRESFLEX NON-METALLIC SHEATHED CABLE « SERVICE ENTRANCE CABLE ¢« MAGNET WIRE « BARE WIRE 




















e CRESCENT ENDURITE SUPER-AGEING INSULATION e 
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Yara TEV): 


Every manufacturing operation 


& CABLE CO. INC 


ARMORED CABLE « BUILDING WIRE «¢ FLEXIBLE CORDS + RADIO WIRES 


CRESCENT WIRE 






plant 














Cable Strander 
of latest high speed type 


WHY CRESCENT QUALITY IS SUPREME 


All raw materials entering into the manufacture of Crescent products are 
purchased to exacting specifications which insure the best consistent quality. 
All possible operations between the raw materials and finished goods are per- 
formed on the premises under the most careful supervision and inspection, re- 

























WEATHERPROOF WIRE 





SATAVS AVMAUVd GNV GASVINA Gvat 


@21TGV9 TYNSIS * SIMGWVS GAHSINUVA ° 


Sa21T&V9 UAMOd UAGENU 


vt 
_— 





























Typical wiring job using 
*35 Line” Appleton 
Unilets. 


TELL THIS TO 
YOUR CUSTOMERS 


BETTER INSTALLATIONS 


Quicker—with “35 LINE” 
APPLETON UNILETS 


On difficult installations where wiring 
space is important, more and more con- 
tractors are using “35 Line” Appleton 
Unilets. The rounded ends of the cover 
opening and the absence of ear lugs in 
the body are the important features that 
make them convenient to use. 

Cast of malleable iron, in our own 
foundry, the “35 Line” of Appleton Uni- 
lets combines great strength with light 
weight. The cadmium finish provides 
positive resistance to rust and corrosion. 

Both Threaded and No-Thread types 
available in the “35 Line” in 14”, 34”, 
1”, 1-14”, 1-14” and 2” sizes. Write for 
complete information. 

Sold Through Wholesalers 


APPLETON ELECTRIC COMPANY 
1704 Wellington Avenue, Chicago, U. S. A. 


New York—76 Ninth Ave. Detroit—7621 Woodward Ave. 
San Francisco—é55 Minna St. St. Louis—420 Frisco Bldg. 
Los Angeles—340 Azusa St. N. W. 


APPLETON 
Threaded and No-Thread Malleable 


UNILETS 


Reg. U.S. Pat. Off. 












No-Thread 
type in all 
popular styles 


type in all 
popular styles 






Atlanta—540 Marietta St.. 





Standard for Better Wiring 















Personals 





Epwarp H. Given, who has been 
covering New England north country 
for Graybar, has been transferred to- 
the Boston office, from which he will 
cover the Boston north shore area. 
Leroy S. KNow es, who has been tooth- 
combing the latter region for this or- 
ganization, has been assigned to the 
Boston south shore area. 


F. J. Smitu, formerly active in elec- 
trical contracting circles at Worcester, 
Mass., and at one time connected with 
the Coghlin Electric Co., has joined 
Wetmore-Savage, and will travel Wor- 


cester County, succeeding the late 
Harotp GrRAvES of the Worcester 
branch. 


Ernest Mitts, formerly connected 
with the Lynn (Mass.) Electrical Sup- 
ply Co., and the Lynn branch of the 
Sager Electrical Supply Co., has re- 
turned to the wholesaling field after 
three years’ in the oil burner game. Mr. 
Mills is now doing both inside and out- 
side selling for the Jason Electrical Sup- 
ply Co., of Lynn. 


Wooprow Sirois has joined the 
Salem, Mass., branch of the Sager Elec- 
trical Supply Co. as stock clerk. 


M. J. ScHUMACHER and WILLIAM 
MILLER are newcomers to the Boston 
staff of Wetmore-Savage. Schumacher 
is serving as a field man while Miller is 
at the customers’ relations desk. 


CarL BERTRAND is the latest addition 
to the outside sales force at Interstate 
Electric Co., New Orleans. R. M. 
Cust has been made store manager of 
the wholesale division. 


R. B. SmirH has been added to the 
payroll at State Electric Supply Co., 








+ A Double Responsibility rests on 
the shoulders of Ernest A. T. 
Woodman, partner and manager of 
F. S. Hardy Co., Boston. Mr. 
Woodman has been contributing his 
experience of more than a quarter 
century in the electrical wholesaling 
field to the Northeastern Electrical 
Wholesalers Association during the 
past year. His term as president 
expires in December. 
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AeLel SINS ———»~Ss SILVERCHROME 
FLASHLIGHT <= ¢  DUALITE 


T} ae 


1e Focusing Flashlight - ” The Silver 
] +? ] 


BABY 
COPPERLITE 


The Baby Copperlite 


ewest member of the 


A 


\~ 4 COPPERLITE 


® 


SILVERCHROME 
ROTOMATIC 


The Rotomatic Flashlight retails at $1.25 com 

plete with cells. No. 2 Deal includes 6 Rotomatic 
Flashlights, 48 Ray-O-Vac Cells and free display 
Dealer cost, $7.40 


Here is the Ray-O-Vac family of fast-selling 

flashlights that you should feature in your calls 

to dealers ... flashlights make handsome, unusual 
and useful Christmas gifts ... and all of them pictured 
here come complete with beautiful displays. 


et Sh / 


RAY-0:VAC COMPANY 


FORME RLF FRENCH B Tr eH Y COMPANY 
| 
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A 
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These 


LAMPS 


THE WAY 


TO GREATER PROFITS 


NEON 


GLOW 
LAMPS 


2 Watt, 115 
Volts—SI4 Bulb 
Finish—Clear, 
Sprayed Red 
or Yellow 


1 Watt, 115 
Volts—G10 
Bulb 





\, Watt, 115 
Volts—G10 
Bulb 
Supplied in 1.0 
Watt for 220 
Volts 





14 Watt, 115 
Volts—T4', 
Bulb 
Supplied with 
Candelabra 
Screw Base Only 





GENERAL @) 





3 Watt Bulb S14 
Finish—Clear, 
Sprayed Red 
or Yellow 
Get your share of the business that 
is to be had from this profitable 
line of signal lamps and indica- 
tors, Neon Glow Lamps, with a 
normal life of 3,000 hours and a 
dependability that stands up even 
in the face of vibration and shock, 
are opening up an ever-increasing 
list of users which includes com- 
mercial establishments, industrial 
plants, hotels, office buildings, the- 
atres—in fact, every building in 
your territory is a direct prospect. 
These lamps, which cost next to 
nothing to operate, even in the 
largest size, operate on both A.C. 
and D.C. and fit standard sockets. 
They can be used in the home as 
well as in industrial establish- 
ments. They are ideal for fast 
flashing signs, for they operate 
without lag. Acquaint your cus- 
tomers with these and other advan- 
tages of Neon Glow Lamps and 
reap the profits that are to be 
made, 
Full data may be obtained from 
the General Electric Vapor Lamp 


Co., 891 Adams St., Hoboken, N. J. 


ELECTRIC 


VAPOR LAMP COMPANY 
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Oakland, Cal., as local salesman. Ricu- 
ARD CourTRIGHT and GEORGE GEIST, 
both warehouse men, are also new 
names on the company pay checks. 

R. J. Brinpett, formerly appliance 
salesman, is now branch manager for 
the General Electric Supply Corp. in 
Tampa, Fla. H. B. ZIMMERMAN is a 
new man on the sales force, covering 
Jacksonville and northern Florida. 

R. W. K1MBERLIN is now manager of 
Graybar’s Salt Lake City house. J. W. 
DupLer and C. E. KirKpPATRIcK are 
new salesmen. Dudler is outside man, 
covering Utah, and Kirkpatrick is city 
man in Salt Lake. 

J. M. HANSEN is a new outside sales- 
man for Westinghouse Electric Supply 
Co., Salt Lake City. 

PAUL KEELER is a new addition to 
the sales force of Standard Wholesale 
Electric Co., Los Angeles. 

E. W. McKInNeEy is now covering 
Louisiana and part of Mississippi for 
Eaco, Inc., New Orleans. Hero 
Epwarpbs. is a new member of the city 
sales force. JAMES Gisson, formerly 
assistant sales manager, has been pro- 
moted to credit manager. L. BERNARD 
is a new counter man for the firm. 


E. C. McEacuron has been trans- 
ferred to an outside sales position at 
the Graybar’s Spokane house. He was 
formerly in the office of the Tacoma 
branch. 


Trade Bulletins 





Air Conditioning—Bulletin, 8  pp., 
illustrated. Gives typical applications, 
combinations, operation cycle, ratings 
and capacities, with detailed specifica- 
tions, of home furnaces and air condi- 








+ Lots Of Confidence, on the part 
of Charles Weinreb, in the future 


of the electrical wholesaler is re- 
flected in the constant expansion 
of the Massachusetts Gas & Elec- 
tric Light Supply Co. Mr. Wein- 
reb, president and treasurer of the 
organization, was snapped at his 
desk in the Boston headquarters of 
the company. 


November 1936 




















+ Co-Managers. Standing alongside 
one of the ranges they distribute, 


are the two fellows who have 
charge of the electrical department 
at Southern Minnesota Supply Co., 
Mankato; K. H. Kraus at the left, 
S. V. Crooker at the right. Both of 
these men have been, and are still 
selling locally. 


tioners.—Carrier Corp., 850 Frelinghuy- 
sen Ave., Newark, N. J. 

Air Conditioning—Folder, 4 pp., illus- 
trated. Describes central system with 
unit control for air-conditioning individ- 
ual rooms.—Carrier Corp., 850 Freling- 
huysen Ave., Newark, N. J. 

Condensers—1936 Catalog, second edi- 
tion. Covers line of condensers and re- 
sistors for radio and allied applications, 
with section devoted to exact duplicate 
replacement condensers for precisely 
matching original equipment.—Aerovox 
Corp., 70 Washington St., Brooklyn. 

Conduit—Catalog, 8 pp., illustrated. 
Describes electrical metallic tubing and 
rigid conduit of PMG rustless bronze, 
with table of sizes —Phelps Dodge Cop- 
per Products Corp., 40 Wall St., New 
York City. 

Electric Kitchens—Full color illus- 
trated booklet illustrating complete elec- 
tric kitchens, with plans for remodeling 
old kitchens, and presenting method for 
modernization of kitchens on time-pay- 
ment plan. — Westinghouse Electric 
Mfg. Co., Mansfield, Ohio. 

Flashlights—Catalog, 706-B, 12 pp., 
illustrated. Describes complete line of 
flashlights, snaplights, penlites and 
searchlights, with batteries and _ prices. 


—Bond Electric Corp., New Haven, 
Conn. 

Heaters—Catalog No. 125, 48 pp., il- 
lustrated. Featuring Ilg unit heaters 


in new designs and finishes, including 
construction features, motors and motor 
speeds, specifications, capacity constants, 
and installation methods.—Ilg Electric 
Ventilating Co., 2850 N. Crawford Ave., 
Chicago, Il. 

Hospital Signaling Equipment—Bul- 
letin CS932RP. Completely revised bul- 
letin, replacing No. CS932. Lists hospi- 
tal signaling devices and annunciators, 
ete., with price lists—Bryant Electric 
Co., Bridgeport, Conn. 

Lighting—Catalog, 24 pp., illustrated. 
Describes new line of wall lamps, IES 
lamps, lumiline reflectors, candle fix- 
tures, etc.—La Salle Lighting Products, 
Inc., 143 Seneca St., Buffalo, N. Y. 













CHRISTMAS 
BUSINESS 
WITH THIS LIVEST LINE 
OF SMALL APPLIANCES 


Proctor De Luxe Fully 
Automatic Toaster on : 
the smartest of tray 
sets—all glass and 
chromium. (Toaster, 
$14.50. With Tray Set, 
$22.50. .. Chrome 
_ Stand, $5.00 extra.) 


PROCTOR 


Styled por Service 


e QUALITY LEADERS 
eVALUE LEADERS 
ePRICE LEADERS 


Turn-O-Matic Toaster 
Gift feature non-automatic— 
$2.95 . . . Automatic Toasters, 
$5.95, $6.95, $10.95 & $14.50 








Snap-Stand Speed Iron 
Atruly thoughtful Gift—$8.95 
Other Automatics, $6.95 and 
$7.95. Heatmeter Irons, $2.95 
and $3.95 





some gee 





DehaneRnteenatio Wales Wechallengeany manufacturer 
tai “s @ . 2 + 
Another automatic . .'. $8.95 to disprove these statements : 


and new Heat Indicatin 
Watfflers, $5.95 and $6.95 


The Proctor Roast-or-Grille 


e Pre-heats to an actual oven tem- 
perature of 500° in at Jeast 25° 
less time than any other roaster of 
same capacity. 

e In broiling, the confined heat sur- 
rounding the meat sears the bottom 
when the top is being cooked; retains 
the juices, makes meat tender. 

e TheVitalulidand 
the super side in- 
sulation achieve 
more than 15% 
greater effi- 
ciency, retains 
the heatlongerand 
saves more than 
15% of current 
cost over any 
roaster of equal or 
greater capacity. 





















OR-GRILLE 

The All-Purpose 
Cocker—for eas- 
ier housework and 
entertaining.Com- 
plete with Grille- 
in-Lid and Acces- 
sories, $25.00 


Write Your Distributor or 


PROCTOR & SCHWARTZ 
ELECTRIC COMPANY 
7th & Tabor Road « Philadelphia 
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Try this blade 


for smooth, clean cutting 







Millions sold to Electricians 










Cuts BX, wire mold, pipe, angles 
with remarkable ease and 


smoothness. Made in hand +Winkedins Hoh, a 
. : : olesaling Holds No Terrors 
frame sizes in the following for Miss E. K. St. Louis, secretary 


tooth combinations: 14/28 — of the Grainger-Rush Co., Boston. 
18/36 — 34/36 and 32/36. As efficient as she is attractive, 


Miss St. Louis has been a valuable 
contributor to the success of the 


bh I L e (@) a D E L E X | a E DW PLEX <n she helped to organize 


Backed by Thompson reputation of over 50 years leadership in manu- 
facturing hack saw ales 
Length and pitch stamped on blade for quick identification 


Quick-Starting 
Clean finish 
No slipping 
















































Motors—Bulletin GEA-1326 B, fan- 
cooled induction motors; 1366A, hoist 
motors; 1538A, totally enclosed induc- 
tion motors; 1341L, exposion proof in- 
duction motors; 1619B, splash proof in- 











| Fine teeth on forward end start cut at any angle on duction motors; 234J, general purpose 
| piston the first stroke. induction motors.—General Electric Co., 
i WHOLESALERS—Write for merchandising details Schenectady, N. Y. 

| THE HENRY G. THOMPSON & SON CO. Motor Maintenance—Catalog, 68 pp., 


illustrated, indexed. Gives latest in- 
formation on complete line of tools and 
specialties for the maintenance of motors 
and electrical apparatus. Completely 


NEW HAVEN, CONN. 














The eee Commutator Dresser Co., 
| P R 0 F ITAB LE el : ‘Panelboards—Folder, 4 BP» - 
| LAMP SALES te igor Aig ag nN 





Trumbull Electric Mfg. Co., Plainville, 
Conn. 

Portable Lamps—New catalog pages 
True Candle Type 50 Amp. covering IES metal shade, end table and 
floor lamps, also desk and clamping 


Electric Lamps S Y N ‘& H Ke O N O U S lamps.—Greist Mfg. Co., New Haven, 


Thousands of these lamps Conn. 

have been sold, and original T | M E S W | T ik H Radio Servicing Instruments—Folder, 
and replacement sales are in- illustrating and describing complete line 
creasing daily. Candle Flame of radio servicing instruments, and cov- 
Candle Fiame— and Candylbeme lamps are ering applications, ranges, size and price 
ticar) amp nationally advertised —_to for each instrument.—Weston Electrical 

which resembles home owners — churches — Instrument Corp., Newark, N. J. 
TLET WR lone ypor tas + ay mellem Rural Electrification—Catalog B2071 

que shape. and other big buyers. See tie 

, containing wiring plans for farm homes, 
These lamps are the choice suggested equipment, and listing 117 
uses for electricity on the farm.—Wes- 
tinghouse Electric Mfg. Co., Mansfield, 





of many prominent interior 
decorators—used in all can- 

















dle type fixtures on their Ohio 
finest commissions. Dis- : , , 
played in Radio City at the A thoroughly reliable, high quality time ||. Speed Reducers—Bulletin 22-10, list- 
Permanent Exhibit of Dec- switch that will give many years of de- || 17S and illustrating line of single and 
orative Arts. Complete job- pendable service. double reduction motorized speed reduc- 
. ber-dealer cooperation .. . The result of over 26 years of exclusive || €TS—Janette Mfg. Co., 556-558 W. Mon- 
rats Geet, display package, lighted dis- time switch manufacture, this product || TOC St., Chicago, Ill. 
which relies Play stand, merchandising offers the latest in design and con- Switches—Condensed catalog, 84 pp., 
pi Paver literature, etc. struction. illustrated. Describes the complete Bull 
ment for re- Approved by the Underwriters’ Labora- Dog line of safety switches, panel 
acandle fame Write for tories and fully guaranteed by the manu- || boards, load centers and enclosed bus 
. d facturer. systems.—Bull Dog Electric Products 
year eh i i Co., Detroit, Mich 
details sy Write for complete literature a 0 mt wom. naa 
. iring Devices—Catalog pages de- 
pie et gage ah ggg scribing bakelite stippled flush plates 
: : ; also switches and receptacles mounted 
North American Electric Lamp Company Racine, Wis. ||0n bakelite outlet box covers.—Bryant 


1151B South Broadway St. Louis, Mo. 1911 Mead St. 




















Electric Co., Bridgeport, Conn. 
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Classified Ads 





Rates: Fifty words or less, one insertion 
$2.00, additional words two cents each. 
Payment in advance is required for ad- 
vertising in this column. 














Representatives Wanted 


There Is An Opening in Chicago for 
a man familiar with electrical, hardware 
and mill supply jobbers, to handle an 
electrical item for a nationally-known 
manufacturer. Compensation is commis- 
sion with a small salary, and earnings 
would be governed only by salesman’s 
own ability. We are interested in get- 
ting a man who is thoroughly grounded 
in the handling of jobbers, in soliciting 
jobber business, and who is also capable 
of helping jobbers to build volume on 
his line, by working himself and with 
jobbers’ men. If you feel you can qualify, 
write giving all details about yourself 
and your experience, with references. 
If you are afraid to work, or don’t meet 
the above requirements, don’t bother to 
write. Box 114, ELecrricaAL WHOLESAL- 
ING, 330 W. 42nd St., New York City. 


Representatives Wanted. High class 
commission sales agents wanted by 
prominent manufacturer of wire and 
cable connecting devices sold to whole- 
salers, public utilities and_ electrical 
manufacturers. Application must state 
lines now handling classes of electrical 
trade regularly contacted, territory 
covered and six or more customer ref- 
erences. Box 116, Execrricat WHOLE- 
SALING, 330 W. 42nd St., New York City. 


Positions Wanted 


Sales Executive with technical edu- 
cation desires new position. Fifteen 
years’ experience in directing sales 
through own sales force and agents, in 











+ Straight Ahead look these men of 
the Belmont Corp., St. Paul, Minn. 
And from all reports George A. Mi- 
chel, president, and Saul Gareiick, 
salesman, along with other electri- 
cal wholesalers of that territory, are 
looking ahead to some mighty good 
sales. 
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NEW 


Key to volume and profits 
in a tremendous. market 


OTA 


2-way and multiple 
communication system 








MODERN—SPEEDY—EFFICIENT 





EASY to install and easy to operate. 
Direct communication between 

points, with model No. 200 and 
between master station and two to six 
outlying stations with model No. 202. 


SELLS TO 


Factories Hotels 
Restaurants Offices 
Shipping Depts. 
Schools Libraries 


Public Buildings 


wherever inter-depart- 
mental or instant conver- 


sation is required 


This revolutionary new device simply 
plugs in, and gives perfect amplified 
sound by merely pressing down on the 
“talk-listen” key! 

Merchants all over the country have 
sensed the universal value of ELEC- 
TROCALL and are making a clean-up 
by selling it to their patrons in a 
hundred lines of business. 

No installation or service headaches. 
No competition with other so-called 
intramural communication systems. AC 
or DC current, consumption negligible. 
Speeds up office efficiency, keeps 
phone lines open for incoming calls. 


A beautiful MERCHANDISING weapon 
for the modern electrical wholesaler ! 


Write for all the facts 


UNITED SCIENTIFIC LABS., Inc. 
62 West 14th Street New York City 



































Complete 

Private 
Telephone 
Systems 


that you can sell 
by the package! 





SERV-U-FONES are complete private 
telephone systems furnished in packages and 
sold over the counter like any other elec- 
trical merchandise. Every home, office and 
shop is a potential prospect for these con- 
venient intercommunicating systems, thus 
providing an unexploited and highly re- 
munerative field for promotional effort. 


SERV-U-FONE systems sell for as low as 
$12.00 (for the 2-station system) and are 
available in graded sizes up to 10 stations 
capacity. Packages are plainly labeled and 
easy to select in the proper combination for 
any requirement. 


Here is new, additional business for every 
electrical jobber, contractor and dealer, 
which does not displace any existing mar- 
ket. Only a few territories still available. 
Send for catalog and confidential discount 
sheet—at once. 





r 


SERV-U-FONE systems are de- 
| signed for private service. They 
| cannot be connected with the 
| public — system. Prices 

subject to change without notice. 


American Automatic 


Electric Sales Company 
1033 West Van Buren Street, Chicago 


a 











sales promotion, and direct selling. Con- 
tacts with the country’s better whole- 
salers, dealers, and utilities. Box 111, 
ELECTRICAL WHOLESALING, 330 W. 42nd 
St., New York City. 

Expert who has worked out process 
for silvering lamps on a commercial 
basis would like to contact party in- 
terested in the manufacture of this prod- 
uct. Box 112, ELecrricAL WHOLESALING, 
330 W. 42nd St., New York City. 


Looking For a Man to sell your product, 


Connecticut, New York or New 
Jersey? Calling on electrical and hard- 
ware jobbers and dealers for 8 vears. 


If you will mail samples, price list, shall 
lose no time showing good results. 
Salary or commission. Good references. 
Box 117, Electrical Wholesaling, 330 
West 42nd Street, New York City. 


Lines Wanted 


Manufacturers’ Representative, cov- 
ering the Chicago territory for the past 
ten years and with established wholesale 
contacts desires to represent reputable 
manufacturers in lines distributed 
through these channels. Firmly estab- 
lished, with warehouse facilities if re- 
quired. Best references. Box 113, 
ELECTRICAL WHOLESALING, 330 W. 42nd 
St., New York City. 

Manufacturers’ Representative, cov- 
ering Ohio, W. Va., and western Pa., 
would like to secure reputable line for 
presentation to electrical and hardware 


jobbers. 15 years in territory. Appli- 
ances, radio, fans, etc. Must be an 
advertised line. Box 115, Exrrecrricar 


WHOLESALING, 330 W. 42nd St., 
York City. 


New 


Manufacturer’s Agent, experienced and 
well known among electrical whole- 
salers, dealers and contractors, desires 
exclusive representation of lines in In- 
diana. Ready for immediate service. 
Write fully your proposition. Box 118, 
ELECTRICAL WHOLESALING, 330 W. 42nd 
St., New York City. 





+ Don’t Be Fooled by his youthful 


appearance. Davis Wrigley knows 
his job at the Sacandaga Electric 
Supply Co., Fort Edward, N. Y. 
He handles counter sales. If you 
want any technical information on 
the products or if you want to know 
anything about stock, step up and 
ask Davis. He'll give you the real 
“low-down”. 


“SHERMAN 
SOLDERLESS 


LUGS 





Send for Trade 
Bulletin No. 15 











Patented 


@ Screw can’t come out—no loose parts 
—rigid assembly—easy and quick to use 
—no special tools required—stronger and 
lighter than cast lugs—interchangeable. 








H. B. SHERMAN BATTLE CREEK, 
MFG. SC MICH. 








co. 
THE SEEDS, 
— S| 
BURSLEY , | 


a ea cone eee od 


ORIGINAL 


SOLDERING 
PASTE 


A uniformly good paste, that has 37 
years of success behind it, is the right 
one to carry. Burnley’s has a fine repu- 
tation and costs no more. Stock it with 
confidence—it’s approved by Under- 
writers’ Laboratories. 


Burnley Battery & Mfg. Co., 
North East, Pa. 





CLOCK 


controlled 


SWITCHES 


Ask Headquarters 
The TORK CLOCK COMPANY, Inc. 
Mount Vernon, New York 

















A “Best Seller” 





Verified Directory 
of 
Electrical Wholesalers 


Tenth Edition 
(Completely Revised) 





Order from 


Electrical Wholesaling 
330 W. 42d St. New York City 
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+ He Keeps Things Moving. Louis 
J. Isaac, service manager of Elec- 
tra Supply Co., Poughkeepsie, N. 


Y., looking over a shipment of 
lamps. A good service department 
is an all-important asset and Louis 
doesn’t leave any stones unturned 
to see that Electra is at the top. 


LEGAL NOTICE 
STATEMENT OF THE OWNERSHIP, MANAGEMENT, 
CIRCULATION, ETC., REQUIRED BY THE 
ACTS OF CONGRESS OF AUGUST 24, 
1912, AND MARCIE 3, 1933 


Of Electrical Wholesaling, published monthly at Albany, 
N. Y., for Oct, 1, 1935. 


County of New York { ss. 


Before me, a Notary Public in and for the State 
and county aforesaid, personally appeared D. C. Me 
Graw, who, having been duly sworn according to law, 
deposes and says that he is the Secretary of the Mc- 
Graw- Hill Publishing Company, Inc., publishers of 
Electrical Wholesaling, and that the following is, to 
the best of his knowledge and belief, a true statement 
of the ownership, management (and if a daily paper, 
the circulation), etc., of the aforesaid publication for 
the date shown in the above caption, required by the 

, Act of August 24, 1912, as amended by the Act of 
March 3, 1933, embodied in section 537, Postal Laws 
one em printed on the reverse of this form, 

1. That the names and addresses of the publisher, 

editor, managing editor, and business managers are: 

Publisher, McGraw-Hill Publishing Company, Inc., 330 
West 42nd St., N. ¥. C. E Rowland, 330 





State of New York 


y Editor, E. T. 
West 42nd St., N. Y. C. Managing Editor, None. Busi- 
~~. mpnnan. Glenn Sutton, 330 West 42nd S8t., 
2. That the owner is: (If owned by a corporation, 
its mame and address must be stated and also im- 
mediately thereunder the names and addresses of 
stockholders owning or holding one per cent or more 
of total amount of stock. If not owned by a corporation, 
the names and addresses of the individual owners must 
be given. If owned by a firm, company, or other un- 
incorporated concern, its name and address, as well as 
those of each individual member must be given.) 
McGraw-Hill Publishing Company, Inc.. 330 West 42nd 
St., N. Y¥. C, Stockholders of which are: James H. 
McGraw, 330 West 42nd St., N. Y. C. H. Me- 
Graw, dr., 330 West 42nd St.. N. Y. C. James H. Mc- 
Graw, James McGraw, Jr., & Malcolm Muir, 33 
West 42nd St., . .Y. C., Trustees for: Harold W. 
McGraw, James H. McGraw, Jr.. Donald C. McGraw, 
Curtis W. McGraw. Curtis W. McGraw, 330 West 42nd 
St., N. Y. C. Donald C. McGraw, 330 West 42nd St., 
N. Y. C. Anne Hugus Britton, 330 West 42nd St., 
N. ¥. C. Mason Britton, 330 West 42nd St.. N. ¥. C. 
Grace W. Mehren, 33 West Grand Ave., Chicago, Ill. 
J. Malcolm Muir & Guaranty Trust Co. of New York, 
Trustees for Lida Kelly Muir, 524 Fifth Ave., N. Y. C. 
F. S. Weatherby, 271 Clinton Road. Brookline, Mass. 
Midwood Corporation, Madison, N. J. Stockhoolders of 


which are Edwin S. Wilsey, Madison, N. J. Elsa M. 
Wilsey, Madison, N. J. 
3. That the known bondholders, mortgagees, and 


other security holders owning or holding 1 per cent or 
more of total amount of bonds, mortgages, or other 
securities are (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs con- 
tain statements embracing affiant’s full knowledge and 
belief as to the circumstances and conditions under 
which stockholders and security holders who do not 
appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of 
a bona fide owner; and this affiant has no reason to 
believe that any other person, association, or corpora- 
tion has any interest direct or indirect in the said 
stock, bonds, or other securities than as so stated by 


im, 

5. That the average number of copies of each issue 
of this publication sold or distributed, through the 
mails or otherwise, to paid subscribers during the twelve 
months preceding the date shown above is. (This in- 
formation is required from daily publications only.) 

. C. MeGRAW, Secretary, 

McGRAW-HILL PUBLISHING COMPANY, INC. 

Sworn to and subscribed before me this 28th day of 


September, 1936, 
Paral H. E. BEIRNE, 

Notary Public, Nassau County. Clk’s No. 74. N. Y. 
Clk’s No. 192, Reg. No. 8-B-115 


(My commission expires March 30, 1938) 
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BY 


UNDERWRITERS 






Insulated Portable 
Lamp Guard 


Bakelite Cage—Rubber Hook Handle 


Here’s the finest looking lamp guard you ever 
saw—and every bit as rugged, handy to use 
and safe as it is attractive. Designed especi- 
ally for use wherever complete protection 
against shorts is desired. No exposed metal 
about it. Send for samples on open account 
(if MeGILL Lamp Guards are not already 
among your stock items) subject to return 
and cancellation. 














No. 999-SR 
Designed for 50 
watt rough ser- 
vice lamp, avail- 
able with or with- 
out switch or re- 
flector. 


McGILL Portable Lamp Guard 
with Rubber Hook Handle 


Another new sales leader in the wide McGILL line. 
Exceptionally strong, good looking and handy. Made 
for 40 to 100 watt lamps and 50 watt rough service 
lamps. Send for samples today. Sold only through 
jobbers. 

Available in a wide variety of models, with or with- 
out switch or reflector. 


WRITE FOR CATALOG — Box 636 


j MCGILL 


MANUFACTURING CO. 


Electrical alties Quality 


ESTABLISHED 1 



























Pull Sockets 
Bracket Sockets 
Candle Pull Sockets 

Fixture Switches 
Conduit Box Switches 

Link Switches 
Multiple Switches 


= 


Wire Lamp Guards 
Portable Lamp Guards 
Wali Guards 
Coloring Fluid 
Soldering Fluxes 
Lamp Changers 





















904 
INDIANA 








SELL 





NO. 110 “LATROBE” 
WATERTIGHT BOX 


Cut-away view, showing 
how the tapered unit re- 
ceptacle fits tapered open- 
ing in top of box body. 





AND WIRING SPECIALTIES 


With building booming, and skilled labor at a 
premium in many sections, the market for 
Latrobe grows increasingly profitable. Sell the 
compact, sturdy, time-saving line — your cus- 
tomers will welcome it! 








FULLMAN 
MFG. 
CO. 


LATROBE 





NO. "LATROBE" 


130 
ADJUSTABLE WATER- 
TIGHT FLOOR BOX 
No. 130 Box with No. 207 





NO. 252-R TWO GANG BOX 


Two gang Adjustable Floor Box 


Bell Nozzle. Cut-away 
view illustrates how ta- 
pered unit receptacle fits 
tapered opening in adjust- 


with No. 208 Receptacle in one 
section. One cover plate with 4%” 


able ring. — —_ Flush Brass Plug and the other 

nates many sma parts. ‘ i ‘ a ‘ 

Cover plate 3%4—overall cover plate with 2” Flush Brass PENNA. 
height 34%”. Plug. 


















































.»» offers you 


Cellophane 


It will profit you to investigate and 
make use of NEACO'S special- 
ized service on heater cord, all 
rubber cord, twisted pair, fixture 
wire, slow burning and other types, 
cord sets, extension sets and as- 
semblies—all bearing underwriter's 
tags, fractional foot labels, ete.— 
manufactured in all standard colors. 


GENERAL INSULATED 
WIRE CORPORATION 


Division National Electric Appliance Corp. 
Gordon Avenue, Providence, R. I. 





a special insulated wire 
service — wrapped in 















OVERHEAD 
AND 

UNDER- 

GROUND 


Rural Electrification Administration 
Suggests the use of 


Twisting Sleeves 


Many contracts are being let for this class 
of construction. 


Wolverine Twisting Sleeves—made of high 
quality materials conforming to accepted 
standards. 


If you are getting your share of this business, 
you will appreciate Wolverine’s Stock of 
Twisting Sleeves. 


Have you plenty in stock? 


Clean, high quality Sleeves made to standard 
specifications. Quick Delivery. 


Send for Bulletins and Samples. 


WOLVERINE 
TUBE COMPANY 


1441 Central Ave., Detroit, Mich. 



























60 
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SIMPLE, ISN’T IT? 





ILSCO 





SOLDERLESS CONNECTOR 


NOTICE: The triangular wedge formed by 
the tang and V-bottom collar 


which forces the wire into a 
mesh— 
NO set-screw contact ... 


wires... 


NO special tools 
make connection .. . 





solid 


NO flattening or separating of 


NO limitation to one size wire . . 
NO shearing effect whatsoever . . 
required to 


NO need for you to search any longer for the PERFECT 


Solderless Connectorn—WE HAVE IT! 





Ilsco solder lugs show the size of the largest 


wire they will take. 





FREE—A large display board, 
containing mounted samples of 
ILSCO lugs. Sent upon request. 











ILSCO COPPER TUBE & PRODUCTS, 
5629 Madison Road, Cincinnati, 


INC. 
Ohio: 











SHERMAN 


SPLICING 
SLEEVES 


Made to the high 
Sherman’ Standards. 
Free from burrs — of 
correct temper — each 
sleeve stamped with 
the name “SHER- 
MAN” as a guarantee 
of dependability. 


Send for 
Trade Bulletin No. 20 
Sold through Jobbers 
H. B. SHERMAN MFG. CO. 
BATTLE CREEK 











MICHIGAN 














INSULATE 
STAPLES 





Sole Manufacturers 


S. H. COUCH COMPANY, 
North Quincy, Mass. 


Packed 50 and 1@0 to a box 
Also in 5 colors, 40 to a box 


I NC. 





SOLD THROUGH WHOLESALERS 
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Built to 
**take it’! 


PLYMOUTH RUBBER COMPANY. Inc. 


CANTON, MASS 





(Slipknot Tape has a tensile strength of 
over 45 lbs. per square inch—5 lbs. over 
government and A.S.T.M. standards!) 


MANUFACTURED BY 


PLYMOUTH RUBBER COMPANY Inc. 


CANTON, MASS. U.S.A. 





Manufacturers PLYMOUTH RUBBER COMPANY, Inc. 
Since 1896 711i) nn TOT Th dar 














Chain this one to 













your bandwagon. 
Kt will help you sell... 


MADE TO PROTECT=-NOT TO BLOW 
“Cured shutdown 
KD trouble on our 


99 


yy electric welders 


Says... Mr. R. C. Bloomfield, Electri- 
cian of International Chain & Mfg. 
Company, York, Pa. 








QUOTE THESE FACTS 

TO FUSE PROSPECTS: “Trying to hold the circuits on our 
electric welders was a bad job. Fuses kept blowing. Then a salesman 
told us about BUSS Super-Lag Fuses. We tried them—they cured our 






shutdown troubles.” 





ALSO USE YOUR BUSS BOOK. 
if GIVES YOU THE FACTS about: 










@ Fuse-case design and what it © Show the book to your prospect 
means in abolishing needless blow- when talking fuses. Its. accurate, 
ing of fuses. well organized information will 








impress him and make the sale 


¢ Time-lag, a key to shutdown F 
easier for you. 






prevention. 

@ The Super-Lag development and @ Should you need a clean copy ask 
how it increases safety on short- the Buss Fuse Man in your territory. 
circuit blows . .. . and many other He has extra copies for your use. 
interesting and practical facts about BUSSMANN MEG. CO., ST. LOUIS 
fuses and their use. Division of McGraw Electric Company 











BUSS super-tas FUSES 


MADE TO Protect -~-NoOT TO BLOW 























Tl 





